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“It’s the Finest Set 
I’ve Ever Seen” 


Thus writes a satisfied user speak- 
ing of his National No. 806 Garage 
Door Set. We think the same for 
we designed this set with exactly 
this purpose in mind. 








Ever-increasing sales, many such favorable 
comments as this, have given us good rea- 
son to believe that we have accomplished our 


purpose. 





No matter what kind of hardware you are now selling 
you can stock this set to great advantage. Its many 
unique features provide strong talking points that pro- 
mote quick easy sales. 


Our catalog will quickly acquaint you with them. 


Why not send for a copy now and look the line over. 
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——National Mfg. Company=— 


Sterling, Ill. 
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The Schools with the Manual Training Departments 


Will Be Opened in September and the Boys Will 
All Have Use for Your Store Besides Toy Purchases 


to vote to look back upon a 

radical departure in the adult’s 
attitude toward the boy. Not many 
years ago the Johns and Jims, who 
were in their teens, were looked upon 
as sort of Peck’s Bad Boys, either 
to be despised or ignored. No one 
paid any attention to the youths un- 
less they were in mischief. 

Now we have the Boy Scouts, boys 
clubs and many other worthy move- 
ments. We see the boy of to-day as 
the man of to-morrow and he is no 
longer left to grow up like a weed 
but is trained and cared for as care- 
fully as any horticulturist looks after 
a prize plant. 

This is the day of the boy. 
has been given a chance. 

Realizing the importance of the 
boy in any community the Jones 
Hardware Co., at Greenville, N. C., 
has set an example which any hard- 
Ware man may well copy. They gave 
over their windows for a week to a 
display of the things made by the 
Boys’ Club of the city and regard 
the innovation as one of the wisest 
things they have ever done. 

Some of the benefits which they 
feel accrued from these features are: 

People formed the habit of looking 


O* E need scarcely be old enough 


He 


in the windows of the retail stores. 

The good will of the boys of the 
city was won. 

Boys learned that they could buy 
tools, sporting goods, etc., at the 
store. 

Seed was sown for future harvests, 





THE FALL PAINT 
CAMPAIGN 


Every hardware dealer 
should be ready for a big 
business in all kinds of paints 
and varnishes right now. 
September is a great month 
to push the business and in 
the September 15 issue we 
will tell you how. Look for 
it. 











for the boys of to-day are the men 
of to-morrow, and any worth while 
business is built for to-morrow as 
well as to-day. 

Paul C. Kay, secretary of the 
Jones store, stresses the point that 
“the boys of to-day are the men of 
to-morrow,” and says that no store 
can consider that it is building 
properly for to-morrow unless it con 
siders the youths who will in later 
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years be the mainstay of the store’s 
business. 

“Not to consider the boy is a big 
mistake. Make friends with him. 
Gain his good will,” says Mr. Kay. 
“Such an attitude will reap returns 
that are bigger than can be meas- 
ured.” 

A Regular Purchaser 

Considered for only what he buys 
to-day the boy is an ally which the 
well conducted hardware store will 
not overlook. He is one of the best 
users of tools, especially since manual 
training has come into the curric- 
ulum of our public schools and he 
buys materials from which to make 
furniture and finish the same and to 
construct other things which the 
boys build in the schools of the coun- 
try. Then, too, he is a large user of 
sporting goods. Bats and_ balls, 
mitts and shoes, are used by the 
youths who are athletically inclined, 
and that is practically all of the 
young people, for they are a red- 
blooded lot and love to get out and 
play in the open. Fishing tackle is 
another line which boys patronize in 
volume. 

It surely pays to consider them in 
forming your stocks, for many of 
them cannot afford high priced goods 
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but will bring in their pennies and 
nickels, and they expect you to fill 
their wants with goods which are 
within reach of their rather slender 
resources. 

Yes, there is business to be done 
with the boys—good business. 

What other way is so short a cut 
to the good will of the parents than 
through the boys? Every fond 
mother and proud father will rise up 
and call blessed the store which looks 
after the good of the lad which is 
the center of their lives. Can you 
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gives simple gifts to the children. 
Hundreds, many hundreds of boys 
and girls participate in this event 
and they all tell their parents of some 
toy or game they have seen at the 
store and which they want for Christ- 
mas. This store has a year around 
display of toys and does a nice busi- 
ness every month of the year in this 
department. 


The Youthful Window Trimmer 


One shrewd dealer in Indiana has 
his windows trimmed by the high 
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different things in each line carried 
by the store. It has also been the 
means of developing some salesman- 
ship talent among some of the boys 
who have gone into the store to work 
during the summer and among others 
who have taken permanent positions 
with the store. 

Giving fishing poles to all the boys 
who call for them is a plan another 
store has used and in so doing has 
won the good will of the boys of to- 
day who are the customers of to- 
morrow. 














These articles of furniture were made by members of the Boys’ Club, Greenville, S. C., and exhibited by the Jones 
Hardware Co., that sold the boys the tools 


discount the advertising that comes 
from having a boy tell his father he 
is going down to the Smith hardware 
to buy a bat or that the hammer he 
got at Smith’s is a “dandy”? Leave 
it to the youngsters to keep your 
name a household word if you cater 
to their wants. It’s one of the most 
effective means of advertising. 

The Leonard Beffel store, at Jack- 
son, Mich., stages a yearly event 
which appeals to the young folks of 
the community. About two weeks 
before Christmas it has a reception 
for Santa Claus. The popular idol 
arrives by train at the union station 
and is conveyed, in a sleigh or auto- 
mobile, to the Beffel store, where he 


school boys of the community. Each 
week a crew of two boys decorates 
each of the two windows of the store. 
They are at liberty to plan the win- 
dows just as they wish and to show 
the goods which they consider desir- 
able for a display at that season of 
the year. Then, at the end of each 
month, the store gives a prize to 
the winning crew of two young 
men. This prize is one worth win- 
ning and the contest for it is very 
keen. 

Aside from the publicity which the 
stunt gives the hardware store it 
familiarizes the young people with 
the stocks and gives them wide 
knowledge of the different lines and 


The boy should not be regarded as 
a nuisance when he comes into the 
store for a knife, a flashlight or some 
other article. His money is just as 
good as that of the adults. He 
usually buys quickly and is pleased 
with his purchase and goes forth to 
say a good word for the storé which 
treats him courteously. He should 
be received with the same glad hand 
as is extended to his father and is 
entitled to the same courtesy and 
consideration as if he was the mayor 
of the town. 

This is the day of the boy. And 
he is not soon going to forget the 
hardware man who treats him like a 
regular human being. 








Concerning Thieves and Liars in Business 


Mr. Novell Tells the Harm That Both of These Men- 
aces Can Do in Modern Business—The Despicable 
Liar Classified—Lying a Relic of Prehistoric (ves 


On board 8S. 8S. La Savoie, mid-Atlantic, 
Aug. 3, 1921. 


T does not tend toward an easy 

and flowing literary style of 

composition to write on a pitch- 
ing ship steaming in the teeth of a 
stiff gale, but when I land THE 
HARDWARE AGE will be after my 
article, so I must get to work. 

A number of my old friends in the 
hardware trade have written me let- 
ters as a result of my first two 
articles. Some of them have been 
reminded that I am still on earth. 
Some of these letters state they en- 
joy the articles. Others differ with 
some of my conclusions. 

One old friend, a man in charge 
of a large force of hardware sales- 
men, writes: “What is the use of 
attempting to teach anybody how to 
sell goods? It is an art that can not 
be taught.” This gentleman may be 
right, but I do not agree with him. 
As some one expressed it, while it 
may not be possible to teach men, 
men can learn. There is a difference 
between being able to teach and be- 
ing able to learn. 

The curious fact is that this man 
himself has devoted a large part of 
his life very successfully to improv- 
ing the quality of salesmanship. He 
may not be able to teach men how to 
sell goods, but he certainly has told 
a large number of men who have the 
natural gift of salesmanship what 
errors to avoid and he has educated 
them how to do many good things 
better in the way of selling goods. 
This man is a great salesman him- 
self but he is unconscious of his own 
powers. Everywhere he goes, in all 
parts of the world, everybody likes 
him and from childhood up he has 
always been liked by everybody. He 
takes this as a matter of course. 
He does not know why he is liked 
and if he were called upon to make 
an address or write an article on how 
to become personally popular, he 
would be completely: at a loss. Still, 
as a matter of fact, there are cer- 
tain principles that he unconsciously 
uses in his life that cause him to be 
popular. 


The Ingredients of Popularity 


Now that he has taken occasion to 
differ with me, I am going to spend 


By SAUNDERS NORVELL 


a little time in this article analyzing 
him. In the first place, this sales 
manager has a very pleasing appear- 
ance. He has a nice voice and he 
always dresses very neatly and well 
without having anything “loud” 
about him. After you leave this man 














Saunders Norvell 


you remember that his clothes made 
a pleasant impression upon you, bul 
you do not remember exactly what 
he wore. While I have been inti- 
mately associated with him and have 
made long trips with him, I never 
saw him unshaved. His linen is al- 
ways spotless. His shoes in some 
way manage to get clean, even in 
out-of-the-way spots of the world. 
He reminds me of a story I heard 
in France on an early morning raid 
that was made by the Germans on 
one of the English trenches. There 
was a fierce fight. A number of men 
were killed on both sides. The whole 
landscape was churned up by the 
barrage fire. After the Germans 
were repulsed the commanding offi- 
cer was going over the ground, when 
sitting in the trench he found one of 
the Tommies industriously engaged 
in shaving himself. Now this Tommy 
took his morning shave as a matter 
of course, whether dead men were 
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scattered all around him or not, and 
in handling the razor his nerves 
seemed to be just as steady as ever. 
The general marked him for pro- 
motion. 

The next thing about this par- 
ticular salesman and sales manager 
is the fact that without being 
“sloppy” he is always polite, gentle 
and sympathetic. I never knew him 
to deliberately hurt any one’s feel- 
ings or humiliate any one in the pres- 
ence of others. Besides that, this 
sales manager has a wide knowledge 
of human nature. He is generous 
and sympathetic in his outlook upon 
the world. All of his salesmen swear 
by him. He has that rarest of ac- 
complishments—TACT. 

Young men, clamoring for ad- 
vancement, are always asking the 
formula of success. It is difficult to 
answer in a few words. Then there 
is the great question as to what real 
success is. In an English magazine 
I have just been reading there is an 
interesting article that says the 
young mainly want to know about 
the early struggles—the failures and 
disappointments of those who have 
finally risen out of the ranks of the 
workers. This article states the 
readers are not interested at all in 
the final fruits of success; what they 
want to know is how it was accom- 
plished—what principles and plans 
were followed. 

To my mind three words sum up 
the formula and I put the words in 
the order of their importance: 

INTEGRITY—EN ERG Y—ABILITY 

I put integrity first because if a 
young man is dishonest he absolutely 
can not be permanently successful. 
Even if, for a time, he should have a 
temporary success he could not enjoy 
it because he would know himself 
that he was not straight and was not 
entitled to the respect and confidence 
of his associates. When a man is 
dishonest he admits his defeat right 
in the start, as he is willing to take 
an unfair advantage realizing that 
on an even basis he can not win suc- 
cess against his honest competitors. 
He is not willing to play the game 
according to the rules. But besides 
this, no man can be dishonest without 
its being known, and when it is 





known he loses all influence with his 
associates. I use dishonesty in the 
sense not only of a man who will 
steal, but in the sense of the liar— 
the man who will keep “over” change. 

I question whether the English 
are not a really more honest race 
than the Americans. We think it is 
all right to keep anything we should 
find in the high road, but they have 
very strict laws against “stealing 
by finding.” In traveling in Europe 
one soon finds that some nations are 
far more honest than others, and 
naturally you have a contempt for 
those countries where their stand- 
ards are low and a corresponding re- 
spect for those who deal and think 
on the square. 


Making the Emigrant Honest 


Unfortunately in the United States 
we are paying the penalty for being 
an asylum for the oppressed of the 
world by having some of these op- 
pressed nations, by their low stand- 
ards of honesty, lower our standards 
as a whole. It is, therefore, one of 
our important duties to this undesir- 
able foreign element, by education 
and by quick justice, to bring up 
their standards of common honesty. 

The World War has not done our 
standards of business honesty very 
much good. There has been a let- 
ting down all along the line. If you 
do not believe me ask any merchant 
doing a large business. It is not 
honest to cancel orders without rea- 
son. It is not honest to return goods 
that have been honestly bought and 
shipped just as ordered. When mer- 
chants are dishonest in not living up 
to their contracts they must not be 
surprised to find their clerks dis- 
honest with them. The amount of 
petty stealing on the part of em- 
ployees has grown enormously all 
over the country, especially in those 
cities where there is a large foreign 
population from certain parts of 
Europe. There can be no success 
when such conditions exist. The 
clerk who “raises his own salary” is 
on the wrong road. 

When I first went out as a sales- 
man I was sent to take the place of a 
salesman who was ill. When I had 
covered his territory for a month he 
sent for me and said: “Let’s see 
your expense account.” I handed it 
to him and as he eyed the items 
critically he whistled and then re- 
marked: “It would never do to send 
in this expense account. I will re- 
vise it for you.” When he handed it 
to me later he had changed the items 
so it was about $50 higher for the 
month. I declined to send it in and 
he called me some rather harsh 
names, I stood pat, so he sent me on 
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a trip in a skiff down the Mississippi 
River from New Madrid, Mo., to 
Memphis, Tenn. This was my 
punishment, but he could not refrain 
trom telling what a D. F. I was and 
eventually the story reached the head 
of our house, because years after- 
ward he mentioned it to me. 

Once we had a very good salesman 
traveling in the Southeast. His ex- 
pense account was always very high. 
One time the head of the cutlery de- 
partment reported to me that he had 
slipped several dozen high priced 
pocket knives into his sample trunk. 
The trunk was opened, the knives 
found, and I discharged him. Two 
years later this salesman was shot 
and instantly killed while robbing a 
general store at Biloxi, Miss. He 
had gone down until he became an 
oyster fisherman on a fishing 
schooner off that coast. If this man 
had been straight he could easily and 
comfortably have earned a large 
salary and eventually have become 
independent. 


Once a Crook, Always a Crook 


I have had a lot of experience with 
drunkards and thieves as salesmen 
and employees and I must say here 
that many hard drinkers have been 
persuaded to stop drinking and have 
quit permanently and become valu- 
able citizens, but I never had any 
luck in reforming thieves. In every 
case where I have tried to give a 
thief another chance I have _in- 
variably been “stung” again. Thieves 
may quit: their evil ways and go 
straight, but I have never known one 
to in my own experience. 

Once I went up to have tea with 
Warden Osborne of Sing Sing. He 
asked me to employ a man who was 
just getting out after ten years for 
stealing. I hired him and_ soon 
things began to disappear. I put on 
a detective and he nabbed Mr. Os- 
borne’s friend. In this connection I 
must add that one Christmas Eve 
this employee came to me with a 
personal check from Mr. Osborne for 
$50, asking me to cash it and put it 
through my bank account as it would 
raise suspicion for him to have a 
check signed by the Warden. I did, 
and when the politicians were all 
trying to ruin Warden Osborne I 
often thought of that $50 Christmas 
present to an ex-convict! 

A mining man of Denver, who 
struck it rich, decided to put his son 
in the hardware business. He picked 
up a hardware man, his friend, to 
buy the new stock from me and go 
into business with his son. This 
man insisted on going to St. Louis to 
“see the goods.” We had to agree to 
pay his expenses. Returning, he said 
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“Don't mention paying my 
expenses. I am going to charge 
them up.” The stock of goods was 
shipped to a city outside of my terri- 
tory and so for a long time [ lost 
track of them. One day, meeting the 
mining man, I asked how they were 
getting on. He looked at me very 
curiously and asked, “Why do you 
ask? Don’t you think they are all 
right?” “No,” I said impulsively, 
“Smith is a crook and will get you 
yet.” Then he told me they were 
always calling for more money and 
he was very much worried about 
them. It all ended by my going there 
to check up things and I found a 
terrible mess. The miner had given 
me a power of attorney and after a 
fight I got rid of Smith, but he had 
systematically robbed the business 
from the beginning. Smith died a 
pauper, but the man who took his 
place in the business is now well off 
—money in the bank and a lovely 
home. 


to me: 


Losing Much by Stealing Little 


I knew a man who had a position 
paying him $10,000 a year who lost 
it and died in the poorhouse because 
he would steal towels and soap. As 
far as we ever knew he never took 
anything else. 

A salesman in Texas sent us two 
monthly expense accounts covering 
the same month. One was consider- 
ably higher than the other. We 
wrote asking which was correct. 
He answered the “higher.” He 
married a very rich girl and moved 
East. Some day we will hear of his 
finish. It’s absolutely sure. I'll bet 
on it. 

I worked in stock with one of the 
best stock clerks I ever knew. Years 
after, when I had left that house, I 
heard he had been arrested for steal- 
ing. One bitter cold winter night a 
thinly clad, shivering man stopped 
and asked me for God’s sake to give 
him a job. It was my old stock clerk 
friend. I put him in our warehouse 
handling barbed wire. After a year 
or two I tried him in a fine tool de- 
partment. We caught him carrying 
out tools. He had special pockets in 
his trousers. He lied to the time we 
made him “shell out.” 

These are only a few true stories 
from my experience. I could enlarge 
the list indefinitely. 

Probably the funniest 
stealing was the case of an enor- 
mously fat girl. She carried the 
money home and all the family lived 
in luxury. She made all of them 
presents. In every other respect she 
was an absolutely good woman. 
“How did you explain the money to 
your family?” I asked. Mopping her 


story of 
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tears with her handkerchief, she 
sobbed, ‘I told ’em I had a lover who 
gave me the money and often | 
walked the streets for hours alone at 
night so they would think I was out 
with him.” 

I believe stealing is a disease, and 
when this disease is once caught I do 
not believe it is ever cured. It al- 
most always starts in a small way, 
but the disease develops rapidly. I 
have visited many prisons and while 
convicts will admit they are murder- 
ers and all kinds of crimes of vio- 
lence, I have never had a prisoner 
voluntarily admit he was a thief— 
even criminals have a contempt for 
the thieves among them. 

My dear boy, if you have started 
taking things even in a small way 
stop it. Doz’t even use the com- 
pany’s paper or stamps. The only 
way to be straight is to be 100 per 
cent straight! J have studied men 
and boys in business for forty years, 
so take my word for it there is no 
sucker’s game equal to that of tak- 
ing what is not yours. The first rule 
in the climb to success is to be 100 
per cent straight! 


The Most Vicious of Crooks 


Before finishing this article on the 
subject of integrity, I wish to say 
a few words on the subject of the 
liar in business. We can roughly 
separate liars into two classes—first, 
those who lie deliberately with the 
hope and intention of gaining some- 
thing for themselves by joining the 
Ananias Club and, secondly, that 
very large class of people who lie 
unconsciously, thoughtlessly, with- 
out any serious intention of gaining 
anything or of hurting anybody. 
Naturally the most dangerous liar in 
a business is the man who lies scien- 
tifically and efficiently—sometimes 
with great genius, having a certain 
fixed object in view. I have met 
several liars of this class and they 
are all very dangerous men. 

I remember in one case where the 
entire fortunes of a large business 
were actually changed by such an 
Ananias. This particular man was 
very shrewd and very smart. He 
had been taken up without a cent 
and put into the business and later 
was helped to buy an interest in this 
business. He became _ inordinately 
ambitious. He determined to rise to 
the top—no matter what it cost. His 
plan of campaign was a very simple 
one. The members of his Board of 
Directors were very friendly and 
close together. He determined that 
his own interests would be advanced 
if he could sow seeds of ill feeling 
and enmity between the various mem- 
bers of the Board of Directors and 
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he went to work deliberately by tell- 
ing lies and sowing seeds of distrust 
to accomplish this object. Of course, 
in telling his tales to each director, 
they were sworn to secrecy. He was 
a personal friend and the closest 
personal friend of each one of them. 

Now the curious thing is that 
while this man came near breaking 
up a_ successful business by his 
Machiavellian lies, he did advance 
himself in the business and to-day 
he stands near the top. In pushing 
himself ahead he did not hesitate to 
attempt to ruin other men—but 
while this man, as I have said above, 
is very shrewd and very smart it is 
a fact that none of the men in that 
business nor any of the men with 
whom he comes in contact, has any 
confidence in him. This man leads 
a very lonesome life. He has very 
few friends, but he has made a great 
deal of money, and by reason of the 
position that he has attained, he has 
wide authority. 


What Ibsen Teaches Us 


What will be his finish? It is still 
on the lap of the gods and like the 
spectators in the front row of the 
show, we wait to see the denouement. 
Have you ever attended Ibsen’s 
plays? The appeal of these plays is 
in the cold and sure evolution of the 
logic of the characters in the play. 
One realizes that we are all subjeci 
to the law—the law of compensation 
—the law of punishment for our 
misdeeds. Now the strange thing 
in some of these plays is that this 
punishment does not come in exactly 
the form we imagine, but neverthe- 
less it does come and sometimes it is 
more horrible and dreadful because 
it comes in an entirely unexpected 
form. 

““*Vengeance is mine’ sayeth the 
Lord’—and when one reviews the 
things that have happened to the 
people that we have known in a life- 
time, he realizes that most of us get 
our punishments for our misdeeds 
here in this world. The Greeks in 
their tragedies developed exactly the 
same idea—that is—the ultimate and 
sure punishment of crime. How 
many suicides we read about where 
the causes are unknown or very ob- 
scure—men who are. apparently 
prosperous and happy—but unex- 
pectedly they take their own lives. 
It is my belief that in many such 
cases it is the inevitable working- 
out of a logical sequence of events. 
The tragedy of some of these de- 
liberate liars is in the fact that they 
are left face to face with themselves. 

Then there is another class of un- 
conscious liars. Most of this class 
of lying is based on vanity. Such 
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men wish to make an impression in 
a quick and cheap manner and the 
easiest way is to lie about them- 
selves—what they own or their ac- 
complishments. 

In business such men naturally 
are dangerous and of course are gen- 
eral nuisances. If they are called 
upon to report upon any part of the 
business it is next to impossible for 
them to get their facts straight. 
They can not see them straight be- 
cause their own personality always 
inserts itself into the problem. 

Of course you know most normal 
children are natural born liars. The 
child in its development simply 
travels along the path of the evolu- 
tion of a nation. 

The Lies of the Untutored 

Savages are practically all liars 
and the Indians, for instance, enjoy 
themselves in their war dances, giv- 
ing very much exaggerated accounts 
of their own prowess in battle. 
Among savages every man is allowed 
a certain leeway in telling about his 
own good deeds. He is expected to 
do a certain amount of lying. It is 
in a sense a poetic license granted 
him, but in business, when we are 
trying to lay our plans based on hard 
facts when the liar dances in with 
his weird accounts of the business 
situation, the danger is that he is 
liable to warp the judgment of the 
entire Board of Directors, and the 
good Ship of Business instead of be- 
ing kept in a straight course with a 
correct compass is liable to go on 
the rocks because our cheerful liar 
has mapped out the wrong course and 
the reason he does it nine times out 
of ten is because he thinks he glori- 
fies himself in the process. 

This kind of lying goes all down 
the line—from the Board of D'- 
rectors to the office boy. If you do 
not agree with me, just try to get 
the office boy to tell you the exact 
story of something that happened in 
the office. If he is an office boy with 
imagination and a future it is just 
an impossible thing for him to do. 
Fool No One 

Now, my dear boy, because some- 
how in writing these articles I al- 
ways feel I am writing to young men 
just starting out in business, just 
test yourself on this proposition of 
whether you can tell the actual truth 
or not. If you decide between you 
and yourself that you have indulged 
in the gentle art of lying, then 
classify yourself as to whether you 
are a deliberate liar or just one of 
the unconscious variety—but let me 
say one thing to you and that is, 
never for a moment think that you 
are foolitig anybody. In the long 
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run, with the close associations that 
exist in business, the man who is 
wild in -making statements is soon 
classified and unfortunately this 
leads to a lack of respect on the part 
of his associates for his judgment. 

Better, far better, for you not to 
be spectacular and interesting. Bet- 
ter in the long run for you even to 
be considered dull—just so you get 
a reputation for knowing what you 
are talking about. 

Then remember that to be a suc- 
cessful liar it requires a wonderful 
memory and very few men can 
qualify with a memory good enough 
to remember all their stories and 
keep themselves out of trouble. This 
is especially true of the unconscious 
liar, because he lies so frequently 
that he does not even attempt to keep 
track of what we may charitably call 
his “exaggerations.” 

This is the second essay I have 
written on lying. Frank Baldwin, 
the shovel manufacturer, once gave 
me a book, the story of a lie. I think 
it was called “The Sprightly Romance 
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of Barsac.” It was a very good story 
and in an idle moment, on the fly 
leaves I wrote an essay on lying and 
the point of my essay was, in com- 
menting upon Ananias and Sapphira, 
that the mistake they made was 
lying at the wrong time, in the wrong 
place, to the wrong person. 

Several years afterward I met an 
old lady who said she was very glad 
to meet me as she had read one of 
my essays. It then developed that 
she had bought a book at a second- 
hand store and in this book she found 
my essay. 

I never told this story to Frank 
Baldwin and I hope he gets it 
through these columns. If he does 
I wish he would send me another 
copy of that story. 


Concerning a Trip to Cuba 


When you meet Frank, ask him to 
tell you about the trip we made to 
Cuba together when we had a letter 
of instructions from President Mc- 
Kinley to General Wood, telling the 
hardware trade of that island that 
we sold the best line of hardware in 





A Corking Idea with Bottle Cappers 


The Retailer’s Chance to Build Up a Steady Busi- 
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the world. Maybe you never heard 
of a traveling salesman starting out 
with a letter from the President of 
the United States to a general who 
had command of a conquered island! 
Well, this is actually what happened, 
That was the time we sold 5000 
dozen coppper bull rings. 

That story has become a classic 
in the hardware trade, but it does 
read like a fly leaf from the diary of 
Ananias and Sapphira, so we won't 
say any more on the subject! 

So much for a hastily written 
article on the ship in « storm on the 
subject of integrity. My next 
article will be on the subject of 
energy and the following article on 
the subject of ability. In other 
words, I wish to emphasize these 
three qualities in the order of their 
importance. If a man has no integ- 
rity, then no matter how energetic 
or how intelligent he may be, leave 
him alone. Steer clear of him. Ifa 
man has integrity, then the next 
qualification for success is energy 
and we will discuss this quality in 
our next article. 


ness in the Bottle Capping Business Without Re- 
sorting to Home Brewers and Hooch Concoctors 


OW many hardware dealers are 
H corking up profits through the 
sale of bottle cappers? Those who 
have gone after this class of busi- 
ness have found a real fertile field, 
with plenty of opportunity for repeat 
sales on crown seals. People who 
purchase inexpensive outfits at first 
often buy higher priced cappers 
later on. 

The use of the bottle capper is 
varied and it opens up a new phase 
on the preserving of fruit juices, 
catsups, flavors, grape juice, root 
beer, sauces, cider, vinegar and salad 
dressings. It removes the distaste- 
ful cork tied with string and daubed 
with sealing wax, and gives in place 
a simple sanitary good-looking posi- 
tive seal that will not “pop open” or 
admit leakage from within or with- 
out. 

Upon investigation the Comstock- 
Bolton Co., Kansas City, Mo., found 
that neither dealers nor the public 
realized in general that a capping 
outfit was anything more than a 
challenge to Volstead prohibition. Of 
course it is true that makers of home 
brew are sure customers for capping 





equipment. But the home brew en- 
thusiasts represent only a very small 
part of the big prospect list that the 
hardware dealer can find in his own 
town or district. 

A house-to-house canvass will bring 
out the information ‘that the old- 
fashioned cork, string and sealing- 
wax method of bottle sealing is never 
satisfactory for it causes a mess 
around the kitchen—is hard to use 
and doesn’t always effect a perfect 
seal. It is safe to say that every 
season the housewife who uses this 
old-style means of sealing experi- 
ences spoilage of varying degree due 
to improper sealing. If the cork flies 
off the contents of the bottle will 
spill and stain everything within 
reach, making the other preserves 
on the shelf look untidy and uninvit- 
ing. There is unquestionably a mar- 
ket for this merchandise, and the 
hardware store is the place to sell it. 


Demonstrating the Capper 


Bottle cappers should be demon- 
strated to every customer who buys 
jar rings and Mason jars, as the 
woman who buys such material does 





annual preserving and is pretty sure 
to put up some liquids in bottles. 
The idea of the seal always found 
on soda water bottles will appeal to 
her when she finds that it is easy to 
use. Every home has an abundance 
of unreturned bottles gotten from 
the druggist, soda water dealer and 
grocer. The average capper will cap 
them all—some with simple adjust- 
ments and others will fit all bottles 
without any adjustment. Capping 
machines operate on leverage and do 
not require great strength to use. 


Any woman or child could do the 
sealing. 
Cappers of various merit are to be 


found on the market at prices to ap- 
peal to everyone. Some, of course, 
are less troublesome to operate than 
others, but they all do the work. 

In merchandising capping euip- 
ment the dealer must impress upon 
the public that the bottle capper 15 
a legitimate household or kitchen 
utility that once bought should last 
indefinitely. The many points in 'ts 
favor can easily be outlined on a 
herald and local advertising. 

















The Barrett Hardware Co., Joliet, Ill, Are Making 
the Town Realize That Stoves Can Be Re-Built 
and Made Serviceable When the Job Seems Hopeless 


HE policy of guaranteeing re- 

built stoves the same as new 

equipment has resulted in the 
development of a very profitable re- 
built stove department for the Bar- 
rett Hardware Co., Joliet, Ill. 

It has to be a very down and out, 
antiquated outfit that the Barrett 
company can’t take into camp, thor- 
oughly overhaul and give it a final 
appearance that would deceive the 
original owner. 

This department has been 
cessful because the proper man has 
had charge of it, and special care 
Maintained to see that every part is 
put in proper working and finished 
condition. 

I asked Mr. Young, ad writer for 
the Barrett Hardware Co., for de- 
tails, and he said: 

“We have enjoyed a wonderful! 
business in re-built stoves, and it has 
been due to the fact that we’ve had 
the right man to handle it, have ad- 
vertised it steadily—and, most im- 
portant of all, have seen. to it that 
every re-built stove was made first 
class before it was sold. Having a 
capable man to buy old stoves and 
base burners and then put them into 


suc- 
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shape is very essential, and I would 
emphasize this point to other hard- 
ware merchants who may be con- 
templating a similar department. 
There is more to re-building stoves 
than blowing out the dirt and put- 
ting on a little polish. We guarantee 
every re-built stove the same as a 
new stove. We advertise that fact, 
and people in Joliet know us as the 


concern that makes good on anything 
it says. Let me show you a few we 
are about ready to sell.” 
Re-building the Stoves 
We left the first floor and took the 
stairway to the new stove depart- 
ment, second floor front, where an 


exceptionally fine line of equipment 
was on display. Right above this 
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An ad that brought in many gas ranges for fixing 
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department are the re-built stoves 
—on the third floor. 

“You are about a week early to 
get the best idea of our re-built 
stoves,” said Mr. Young, as we 
reached the third floor. Here, at the 
front, were a score or more base 
burners, all covered with brown pa- 
per bags. “These are all ready to be 
sold,” he continued. “Next week all 
the covers will be off and the season 
will open up for our usual drive of 
three or four weeks. Every one of 
these base burners are as good as 
new.” Mr. Young removed the cover 
from one outfit. A tag was attached 
to it and, at the bottom, the sale 
price. 

“Here is an outfit that cost us $15. 
The labor and materials that went 
into the re-building was $12.50. That 
included a new firepot, re-nickeling 
certain parts, new bolts, etc.,” said 
Mr. Young, and when he pointed to 
the sale price, there was no shadow 
of a doubt that, if this is any 
criterion, the Barrett re-built stove 
department is certainly on a paying 
basis. Subsequent investigation, con- 
cerning costs and selling prices, 
proved this beyond question. 

Mr. Young then conducted me to 
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another side of the display, where 
gas and combination outfits were on 
sale. Here Mr. Young again em- 
phasized the thoroughness with 
which each had been overhauled. 

We next inspected the shop where 
the re-building takes place, which is 
in charge of George Smith. The 
shop has a buffing and polishing ma- 
chine, electrically operated. Benches 
on two sides of the shop were covered 
with burners, pans, and other range 
paraphernalia. 


In Perfect Condition 


“All the burners you see here are 
tested before they are put back,” 
said Mr. Smith, “and are given a 
thorough coating of aluminum paint. 
Ovens are relined with asbestos, 
rusty parts made like new, and the 
whole outfit overhauled from top to 
bottom. Nothing is overlooked or 
skimped. Every job is as perfect as 
possible before it leaves the shop 
ready to be sold.” 

That, briefly, tells why the re- 
built stove department of the Bar- 
rett Hardware Co. is making good. 
About forty outfits were on the floor 
ready for the sales drive. 

George Smith, the re-built stove 
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man, is 66 years old, and has beep 
with the Barrett organization for 
thirty-one years, next April. He 
started in driving teams, and three 
years later went into the stove de- 
partment, and has remained there 
ever since. Mr. Smith believes in 
being early to bed and early to rise, 
He retires at 8 p. m. and arises at 
3.45 a. m. the year round. He is at 
the shop at 5.30 every morning and 
works till 6 p. m. “Never got out 
of the good day’s work habit,” said 
Mr. Smith—and with that he turned 
to his aluminum paint and started on 
another burner. 


William Rathsack Dead 

William Rathsack, Sr., for 67 years 
a resident of Manitowoc, Wis., and for 
many years a prominent hardware 
dealer and sheet metal contractor of 
that city died recently after a ten day 
illness. 

Mr. Rathsack was born in 1848 and 
at the age of 16 years became an ap- 
prentice in the sheet metal shop of 
August Berne, where he worked him- 
self up to the position of foreman, 
Later he became superintendent of the 
Rand & Roemer Co., but in 1893 he 
established himself in the hardware and 
sheet metal business. 














te-building stoves is a great department at the Barrett Hardware Co., Joliet, Ill. 


life in the seemingly lifeless stoves 


One competent workman put 
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Building Up Business in a Small Town 


What the 


Carstens 


Brothers 


Have Done in 


\ckley, 


lowa, and What You Can Do in Your Own Community 


with the Same 


UT in Iowa, 
est agricultural 
nestles the town of Ackley, 

with a population of 1500. When- 
ever this town is spoken of, the first 
remark made by the average Iowa 
citizen is, “What a wonderful hard- 
ware store they have over in Ack- 
ley!” “Yes, it is seldom that a re- 
tail store in a country town reaches 
that stage of development and grows 
to the proportions such as has Cars- 
tens’ Brothers’ Hardware.” A great 
many years ago Mr. Carstens, senior, 
father of the two brothers who now 
conduct this business, eStablished in 
avery small way with limited capi- 
tal a retail hardware store. Through 
his sacrifices, his efforts and hard 
work and many years of concentra- 
tion on retail problems connected 
with his line, he built up a_ suc- 
cessful and prosperous business. His 
two sons, who followed in their fa- 
ther’s footsteps, were not content to 
let the business rest, but made up 
their minds there was a big future 
ahead for them even though Ackley 
was a small town. 
Briefly, the writer 


in one of its rich- 
sections, 


will state that 


Amount of Pluck and Determination 


this hardware business is thoroughly 
departmentized. These departments 
are as follows, and will designate the 
class of merchandise sold by the 
present firm: Hardware, paints, 
plumbing and heating, sheet metal 
work, electrical work and certain 
builders’ supplies. When the present 
building occupied by Carstens’ Broth- 
ers was erected, the boys were 
visionary enough to see that in order 
to build the business which they had 
planned for, the building must be so 
planned and the fixtures so installed 
that it would carry out their idea of 
departments. 

The new building was equipped en- 
tirely from one end to the other with 
special fixtures manufactured at 
Charles City, Iowa. The photograph, 
which shows the interior of the store, 
does not do justice to the splendid 
impression made when one enters at 
the front door. However, it shows 
in a general way the show-case dis- 
play, the arrangement of the stock, 
and the balcony in the rear of the 
store, which is used for the office 
and also on the one side, the bal- 
cony, a beautiful electrical fixture 
display. Plumbing fixtures and bath- 
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room equipment are displayed on this 
baleony also, in keeping with the 


‘immense plumbing business done by 


this firm. 

Suffice to say that Carstens’ Broth- 
ers firmly believe in frequent change 
of window display, and that the 
show windows of a hardware store 
reflect the character of the business 
conducted therein. Their show win- 
dows will compel you to stop and 
look when passing the store. 

When the writer asked the Cars- 
tens boys what their volume of busi- 
ness totalled in a year he was as- 
tounded. We knew that this firm 
conducted a very large sheet-metal 
department, and did much electrical 
work, but it was hard for us to com- 
prehend that it was possible for a 
firm in a small town to secure such 
an exceedingly large volume of busi- 
ness, and just because they went 
after it. Whenever there is a large 
plumbing contract or sheet metal 
contract required for school houses, 
or other public buildings, every firm 
figuring on the job in this part of 
the country realizes that the most 
formidable contender is Carstens 
Brothers firm of Ackley. 
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EVER before in the history of 

the hardware industry has the 

gathering of the master minds 
of manufacture been so important 
as at the present time. Economists 
are informing the mercantile world 
that an entirely new era of merchan- 
dising is dawning. From _ every 
hardware center of the United States 
come reports of increased volume 
of business despite the fact that the 
present month is considered the dull 
period of the year. The picture of 
despair painted by alarmists during 
the past few has already 
faded, and business is showing bet- 
ter stability. The dark hours of de- 
And the dawn of 


months 


pression are past. 


Better Business is already upon us. 

There are many problems to be 
faced by the manufacturers so that 
there shall be no halt in the march 
of progress. There are ways to be 
devised, methods to be compared, 
campaigns to be outlined, and prob- 
lems to be discussed. More vital 
questions will be discussed upon the 
floor at the conventions than ever 
before when the jobbers and manu- 
facturers meet this Year. 

Three conventions are to be held 
at the same time. The National 
Hardware Association of the United 
States and its auxiliary branches and 
the Automobile Accessories Branch 
of the National Hardware Associa- 
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tion of the United States will meet 
from Oct. 17 to 22 inclusive. The 
headquarters are at the Marlborough- 
Blenheim. The dates of the Ameri- 
can Hardware Manufacturers’ Asso- 
ciation convention has been set for 
Oct. 17, 18 and 19, with headquarters 
also at the Marlborough-Blenheim. 
Commencing Wednesday, Oct. 19, the 
Automobile Accessories Exhibit will 
be opened upon the Million Dollar 
Pier. Manufacturers should choose 
their space as soon as possible. Be- 
low are charts of the space that is 
to be allotted. 

The great importance of this 
meeting may be gathered from a let- 
ter that has been sent out by Presi- 
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dent A. H. Decatur of the National 
Hardware Association of the United 
States. The letter is as follows: 
Aug. 24, 1921. 
“TO MEMBERS: 

“You have received through the 
secretary’s office the announcement 
of the convention with full par- 
ticulars. 

“The object of this letter is to 
impress upon our members the 
importance of having every mem- 
ber represented. There has never 
been a time in the history of our 
association when it was more im- 
portant for our members to meet 
in conference than at this conven- 
tion. 


“On account of the unusual con- 
ditions that have prevailed for the 
past few years, most manufactur- 
ers, wholesalers and retailers, are 
conducting their business to-day 
at a loss. We are in a period 
which marks the change from ab- 
normal or war conditions to the 
approach of normal conditions. An 
interchange of knowledge and 
counsel will prove a great help in 
the readjustment which is taking 


place. 


Automobile Accessories Branch 


“A large percentage of our mem- 
bers are distributors of this line. 


Having the Accessories Exhibit 


and the convention the same week, 
makes it possible for our members 
to devote more time to this branch. 

“If possible, have the head of 
your accessories department pres- 
ent at the convention and exhibit. 
There will be much of interest 
and it will afford a great oppor- 
tunity to gather information which 
will be of help in shaping our 
policy in our depart- 
ments for the season of 1922. 

“TI do not feel that any member 
of our association can afford to be 
absent from our approaching con- 
vention, and therefore strongly 
urge you to arrange to be present. 

“IT am predicting one of the 
largest conventions.” 


accessory 
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Selling Machines Without Showing Them 


How H. P. Aikman, Cazenovia, N. Y., Demonstrates the 






Washing Machines in the Housewife’s Kitchen with- 
out Producing the Machine— Until She Asks for It 





rWNHE electrical accessory has 
~ come into the modern hard- 
ware to stay because electricity 
is a prime home need and any in- 
trinsic home need will be in the live- 
wire American hardware store. Re- 
cently Horace P. Aikman took upon 
himself a campaign to see how he 
might be able to boost his electrical 
supplies. 

Mr. Aikman is located in a town 
of perhaps 2000 inhabitants in Madi- 
son County, New York, the village of 
Cazenovia, and has_ several rival 
competitors in garages, hardware 
stores, and automobile and electric 
accessory stores in his community. 
He is agent for an excellent electric 
washer. 

So when he tells how he averaged 
for two months nearly a copper tank 
machine a week, 2lmost $1,500 worth 
of business, his selling methods are 
worth consideration. 

Mr. Aikman takes pride in the fact 
that he has some definite methods for 
accomplishing results. ‘The first 
point in his campaign of winning 
sales is this: ‘Make Her See It!” 

In the case of the electric washer 
Mr. Aikman makes the _ potential 
buver see his machine, because he 
puts it right in his door where she 
can’t help but see the machine every 
time the store is entered or left. In 
fact if you go to Cazenovia any day 
after reading this you will find Aik- 
man’s electric washer right in the 
doorway. You may have to walk 
around it a little to get in and out. 

That is silent and clever salesman- 
ship. Make her see the machine in 
the door long enough and even if 
nothing is said, she will gradually 
want it and finally get to the point 
of buying. The doorway salesman- 
ship of any article is not new, how- 
ever, in the electrical accessory line, 
Mr. Aikman feels the electric washer 
is the leader of all home needs and 
helps and so he drives it hardest. 
Hence it acts as his doorway sales- 
man for his whole line of electrical 
labor savers. 


Dropping in on Wash Day 
The second way that Mr. Aikman 
‘Makes Her See It!” is in a clever 
little pantomime that he puts on be- 
fore his prospects. 


Here he differs 





By F. E. BRIMMER 


from most electric washer and other 
salesmen. Aikman says you stand a 
better chance with some prospects 
not to demonstrate with a machine, 
but to go to the home without it and 
make her see it. He has a way of 
dropping in on washday. 

The prospect is in the tub or see- 
ing that her help is doing the wash- 
ing. Aikman is pleasant to meet. 
He makes friends. Even on washday 
the lady of the house is glad to give 
him a hearing. He never wastes 
words. 

Here is the way he puts on that 
little pantomime that makes comedy 
out of the tragedy of washday. 

“How long does it take you to do 
the washing, Mrs. Brown?” 

The invariable reply 
takes all day. 

“Do you do it alone?” 

Ten to one she either hires a 
woman to help her or the children 
or the husband assist by turning 
wringer, filling tubs, handling heavy 
things, etc. So she says, “No, I can’t 
do it alone very well. It’s too hard.” 

Then Aikman is ready to really 
“Make Her See It!” 

“Mrs. Brown,” he begins, suiting 
acts to his words, “You have an elec- 
tric washer here.” Pointing to the 
old tub and steaming suds. ‘We put 
in hot water. Or we can put cold 
as well. Run it from thjs faucet over 
here right into the tub cold. Attach 
the tube under the tub to the gas jet 
and heat the water. Then put in the 
half bar of soap.” 

By this time Aikman is pushing 
up his sleeves and putting in the 
white laundry first. “We put in ten 
sheets or the equivalent. Settle these 
two vacuum cups into place, turn on 
the switch, and electricity rubs the 
washing just as you would do it with 
your hands. This machine does not 
beat or twist or scrub or pull or 
pound or rip or tear. It rubs and 
squeezes water back and forth just 
like your hands do. When you pull 
these soapy things back up on your 
rub board you do two things. You 
rub and you squeeze the water 
through the mesh of the fabric. don’t 
you?” 

Of course she agrees that is what 
she does. 


is that it 
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“Just what these two vacuum cups 
accomplish,” says Aikman. “They 
are two of the most perfect me- 
chanical hands. Sixty times every 
minute, think of it, once a second, 
they squeeze the water back and 
forth through the fabric. Not just 
one way. Both ways! And the 
pressure of doing this rubs the 
clothes at the same time.” 

Then Mr. Aikman explains that 
while the electricity is working its 
pair of mechanical hands to do just 
what the human hands do, the woman 
may sit down and mend, or sew, or 
tend baby, or she may bake. 

He makes a lot of that. While she 
is ordinarily making an all day’s job 
of hard labor, she can now with the 
electric machine be doing something 
else about the house. 

“All right,” says Aikman, “now 
fifteen or twenty minutes have 
passed and the clothes are rubbed. 
So we switch off the power. Now 
take out the cups and swing the 
wringer to position. Wring with our 
electric wringer into the rinse water 
and then into the basket. While do- 
ing this the colored clothes can be 
rubbing. You can rub and wring 
together or do either alone, as you 
choose.” 

Then Mr. Aikman looks at his 
watch. “Mrs. Brown, it takes only 
an hour and a half to do the whole 
wash with the machine and that 
means from start to finish.” 

The little pantomime has taken 
five minutes only. The woman is 
right in the midst of the nightmare 
of washday. She sees that electric 
washer as plainly as can be. Aikman 
says nobody has to be an actor to put 
on a pantomime. Just have your 
heart in the kind of machine you are 
pushing and you can put on the little 
scene. The best place is right on 
washday in contrast to the old 
methods, but anytime your prospect 
can be interviewed is all right. Make 
her see it! That’s the selling slogan 
in the back of Aikman’s head. 

He contends that a demonstration 
is not in order until this pantomime 
and other preparation work goes 
first. 

After the pantomime the next 
step in making Mrs. Brown see the 
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The modern woman starts it going— 


electric washer in her imagination is 
to show her some good pictures of it 
in operation. Show her how Mrs. 
Soandso appears in doing her wash- 
ing with a machine. Have some good 
pictures of the machine in operation. 
People like pictures. They never tire 
of looking at good ones. Pictures of 
the washer in operation make a good 
impression that nothing else, not 
even drawings, will, because people 
know that “the camera cannot lie.” 

So you should show Mrs. Brown 
the pictures of some user, or users, 
with the washer in operation. 

The point is this. Make her see 
the machine in her imagination be- 
fore you actually bring the machine 
into the home. This is. skillful 
preparation. It creates an_ ideal 
viewpoint and a sympathetic mental 
picture of the machine. Anticipation 
is equal to realization and sometimes 
more in actual selling of certain 
articles, as all salesmen know. 

When Aikman has done his little 
pantomime in a snappy manner, in 
4 pleasing way, and the pictures have 
driven home the image of the mental 
picture of the pantomime; then Aik- 
man suggests that next week he’ll 
do the washing if she likes. An all- 
day task in one and one-half hours. 

Mr. Aikman finds that 75 per cent 
of his demonstrations are sales be- 
cause of the preliminary pantomime. 
The photographs of users also help. 
Mrs. Brown can’t help but envy Mrs. 
Smith washing with her “dress 
clothes” and jewelry on and work 
basket suggestively in her lap. Make 
your prospect covet. That is a good 
electric washer selling argument. 

Then, if a demonstration is per- 
mitted, Mr. Aikman, or one of his 
men, carefully see the laundry put 
through the machine. Quite often 
the man of the house is on hand and 
here is the time to drive home the 
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selling points of the particular ma- 
chine you are selling. He shows how 
the pressure of rubbing and suction 
actually do the work just like a pair 
of human hands. It is the rub- 
squeeze that does it in both cases. 
Both hand and machine methods rub 
by pressure and both force water 
back and forth through the mesh of 
the fabric. 


Good Selling Arguments 


Aikman makes a strong point of 
the fact that this machine is guar- 
anteed not to harm the most dainty 
lingerie or lace or silk or tatting or 
crochet work about any article that 
is put in the washer. He calls at- 
tention to the fact that the machine 
has the largest capacity of any elec- 
tric washer. That it is most like the 
washtub in shape, that it does the 
washing the most like hand that it 

















Regulates it— 


can be done and does it better. He 
calls attention to the fact that the 
washer works without vibration or 
effort. That the cups change posi- 
tions sixty times a minute, just as he 
said they would in his pantomime. 
He shows how the wringer stops, 
starts, reverses, swings to any posi- 
tion. Tells of the good workman- 
ship of the machine and the materials 
of the very best used in its construc- 
tion. At the end of the washing he 
shows how easy the washer is cleaned 
of the dirty water, and the copper 
tank is as clean as a whistle in no 
time because of its construction with 
no corners or pegs or doors or cor- 
rugated surfaces to collect filth. 
Small town salesmanship remem- 
ber. And filled with competitors. 
An electric current has been in the 
town many years. There was no spe- 
cial reason for this boom, only the 
selling methods of Mr. Aikman. 
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They are the kind any dealer can 
use. 

Another thing that shows the good 
work of Aikman’s salesmanship is 
the fact that almost all sales are 
cash. He does sell on time if this is 
more convenient and arranges for 
monthly payments. He finds that the 
way to sell a woman is through her 
heart. Not her head first, but rather 
sell through her heart. This is what 
the pantomime and the preparation 
does. Aikman finds that if the ma- 
chine is taken to the home first “of 
all that questions arise that are not 
easy to get out of mind, price, com- 
plication of operation, expense, and 
other bugbears. The pantomime, 
the comedy that makes her see it, 
clears the deck for the demonstra- 
tion. Also it saves time for all con- 
cerned. He can give his pantomime 
in twenty homes while he gives one 
demonstration and the pantomime 
weeds out the dead wood every time. 


P. A. S. H.-A. ANNOUNCES 
CONVENTION DATES 

For the third successive year the 
Pennsylvania and Atlantic Seaboard 
Hardware Association, Inc., will hold 
an annual convention and exhibition in 
the Commercial Museum, Philadelphia. 
The dates set include February 14 to 
17, 1921. 

The floor plan will be the same as 
last year with the exception of addi- 
tional space to meet the increasing de- 
mand. Every booth with the exception 
of those against the walls, will be on 
a corner in a group of four with aisles 
on all sides. This arrangement gives 
the individual booth additional display 
space and makes a demonstration of 
goods much easier and more effective 
than a “back to back” layout with only 
one side for display on the average 
booth. 

Sharon E. Jones, secretary with of- 
fices at 1314 Fulton Bldg., Pittsburgh, 
has charge of the reservations. 

















And rests while the work is being done 


















“When Gasoline Is Ten Cents a Gallon” 


Frank Burke, Waukegan, IIL, Tells the Newspaper 
Men the Retailers’ Position in the Declining Price 


ETTING all fussed up about it 
G and kicking the pet bulldog 

off the front porch isn’t going 
to stop editors from publishing the 
“retailer-profiteering” propaganda. 

Telling him that even a “cur won’t 
bite the hand that feeds him” and 
that he should not assail the people 
who support his newspaper will serve 
no other purpose than to deepen his 
suspicion. And the editor will keep 
up his senseless agitation against 
the business men of the town. 

Speaking right up plainly and 
charging there is a powerful move- 
ment to divert attention from the 
real causes of high prices by putting 
the blame on the retailer will be just 
so much talk. 

Curing this cancer is a challenge 
for something more drastic than talk. 
The public is sold on the idea that 
you are charging exorbitant prices 
and you’ll continue to play the role 
of the “despised of men” unless you 
resort to some very drastic means to 
offset the vile, reprehensible, de- 
spicable propaganda. 

Over at Waukegan, IIl., is a hard- 
ware man who is bigger than his 
right sizeable town. He says “what?” 
when you call “Frank Burke” and 
“retailer-profiteering”’ propaganda 
got under his skin so deeply that he 
decided to do something about it. 
The daily newspaper was particularly 
aggressive in spreading the flames 
and pouring oil on the public dis- 
content by publishing column upon 
column of shafts at the retailer and 
the prices he demanded. Waukegan 
was considerably worked up over the 
matter. Business was hard hit by 
the mental attitude which the public 
had been led into through profiteer- 
ing stories. 


The Answer to the Newspaper 

So Frank Burke arranged for a 
retailers’ forum in connection with 
the Chamber of Commerce. He in- 
vited the heads of the labor unions 
and. other interests to the meeting. 
He had a front seat for the editor 
and the evening, after a chicken 
dinner, Wag given over to threshing 
out this question: 


“Is The Retailer a Robber or are His 
Prices Right?” 

Several business men, a depart- 

ment store head, a restaurant man, 





Problem— An Excellent Idea for Your Own Town 


a grocer, a butcher, a lumber man, 
a hardware dealer, etc., were put on 
the carpet and told to come through 
with the facts. Generalization was 
not wanted. Facts and figures were 
demanded. 

Sketchily, Messrs. R. R. Dunn, 
Samuel Schwartz, A. S. Pearce, F. 
W. Buck, Walter Durkin and other 
Waukegan retailers told the story of 
how they had reduced prices. It was 
brought out that department store 
staples had been reduced over 37 per 
cent in the past six months; that 
meats are down 70 per cent; that 
drugs and sundries are off 25 to 50 
per cent; that lumber which would 
cost $1,779.92 in 1919 could now be 
bought for $1,127.51, etc. The 
grocer showed that the $30 needed 
for 100 lbs. of sugar in 1919 would 
now buy the sugar and a grocery list 
of over twenty-five items with many 
of them big items, such as a bushel 
of potatoes, a sack of flour, etc., etc. 
Facts piled up on facts, figures that 
do not lie were given. Books were 
produced. 

Then Hardwareman Burke took 
the floor. His talk was a body blow 
to profiteering propaganda. He said: 


Burke’s Logic 


“The public thinks of a retailer’s 
profit as the difference between cost 
and selling price. Net profit is a 
very different matter. To-day the 
retailer is offering his wares at closer 
margin of profit than ever before, 
despite the teriffic overhead expense. 


Retailers have taken their losses. 
Competition makes no other course 
profitable. 

“The situation cannot be cured 


until there is a reduction of all goods 
to a similar price level. The woods 
are full of amateur economists who 
say that all retail prices will be back 
shortly to pre-war levels. Will they? 
Yes they will—— 
“When hard coal is back to $9 a 
ton. 
“When railroad fares are back to 
a mile. 
“When gasoline is again 10c. a 
gallon. 
“When telephones are back to $1 
month. 
“When movies are back to a nickel. 
“When ice cream is a dime. 
“When a newspaper can be had for 
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a penny a copy every week day. 

“When doctor calls are again two 
bucks. 

“For the ‘love of Mike,’ why expect 
the retailer to go the route alone? 
Why pick on us? Haven’t we got to 
work out this problem together? The 
retailer is way ahead of the pro- 
cession on price cutting. Now let 
the manufacturer, the street car com- 
pany, the oil corporation and a few 
others cut their prices and catch up 
with us. Let us pull together. And 
don’t expect the retailer to always be 
the goat. He is doing more than his 
share. We have given you the proof. 
You can’t get away from the facts.” 

And more, many more, sound argu- 
ments like that—a talk that made 
hardware interests proud of Burke. 


“Is the Retailer a Robber?” 


Then the toastmaster introduced 
the Western editor of HARDWARE 
AGE. Reporting his address, the 
Waukegan Daily Sun said: 

“Close attention was paid to the 
carefully constructed, forcible ad- 
dress of H. C. Teller. He answered 
the question ‘is the retailer a robber?’ 
and answered it with a powerful 
denial. 

“There is an inherent situation in 
our economic life which challenges 
the courage and threatens to defeat 
the best thought of the day,” said 
Mr. Teller. “We are at the cross- 
road and there is no guidepost point- 
ing the way to the path of peace and 
prosperity. Instead, the signboard 
bears but the foreboding word, ‘Un- 
known.’ But because the way is hard 
and the end gloomed in uncertainty 
is no excuse for quitting. The 
challenge of the hour is to come on, 
come on! 

“This old world is recovering from 
a debauchery of spending, a delirium 
of luxury indulgence, a night of 
reckless revelry. And the morning 
after the night before effect is on us. 
But why put the blame for all our 
sins on a minority, the retailer? 

“Sober facts show that 80 per 
cent of the men who engage in the 
retail business either fail or lose 


money and quit. Facts are that 
business does well to earn 7 per cent 
clear on the investment. Proo! 


galore can be given that the average 
retailér dies practically a poor man. 

















Welsh Tells Why It Doesn’t Pay to Worry 


Pasadena’s 


Model Hardware 


Store That Has Been Built 


Upon Sound Prine ‘iples and the Sincerity That Goes 
with Hard Work—Doing Away with All Kinds of Worry 


in business. 
Being in business in Cali- 
fornia also has its advantages. 

Combine the two together; place 
a Scotsman in a hardware store in 
California. The result is a combina- 
tion between a mint and a school of 
practical philosophy. 

As a specific illustration of the 
fact it is only necessary to mention 
the Pasadena Hardware Co., Pasa- 
dena, Cal., to show a photograph of 
the store’s interior, and to quote 
verbatim from a letter received re- 
cently from Joseph Welsh, president 
and manager of the company, who 
wrote in answer to an inquiry about 
the most practical way, to-day, of 
increasing business. 

“In all modesty,” he begins, “we 
have a well laid out and attractive 
store—thought out by ourselves. I 
say ourselves, thus meaning the pres- 
ident-general manager and the sec- 
retary and treasurer who are the 


; EING a Scot has its advantages 


sole owners, and curious as it may 
seem, each of us started by blacking 
stoves and sweeping out the store. 
The president was raised in Scot- 
land, and the secretary-treasurer 
was raised by Irish parents in Can- 
ada. We got on the lowest rung of 
the ladder, kept climbing and never 
slipped back. Moreover, we have al- 
ways watched the fellow ahead of us 
in order to learn his method of get- 
ting higher. 

“We are always watching for new 
ideas that can be used to improve 
any or all of the different depart- 
ments of our business, and because 
of this we are now in the position 
where we ourselves are being 
watched and our ideas copied by 
smaller concerns. 

Secrets of Success 

“We attribute our growth to keep- 
ing ahead of the times in merchan- 
dising methods. First, by keeping 
a well assorted stock and placing and 
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arranging that stock in the most con- 
spicuous manner to catch and please 
the eye of’ the customer. Second, 
and above all, by having well dressed 
windows changed often and season- 
ably. And third, by having every- 
thing scrupulously clean. 

‘Being men who have risen from 
the ranks, because we started as 
clerks, we know what to require from 
our employees in the way of work. 
We demand that our clerks show the 
same courtesy to every customer, 
whether the customer be a rich per- 
son or a poor one. 

“Someone has said that 
made is a debt unpaid.’ 
we never promise what we cannot 
fullfil. We advertise quality and 
service on all our stationary and 
constantly hew to the line and give 
quality and service without stint. 

“It is often remarked, 
you fellows are high priced.’ 

“Now there are some restaurants 
that sell ham and eggs for 25 cents 


‘a promise 
Therefore 


Gee. 
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while other restaurants charge 75 


cents. One gives something besides 
the ham and eggs. It boils down to 
a case of presentation of merchan- 
dise and the giving of something be- 
sides cold merchandise. Anybody 
can hand a piece of goods over a 
counter. But it requires foresight 
and discretion and art to give gen- 
uine service. 

“We advertise uniquely; we have 
one man of pleasant address call on 
every stranger that settles in town, 
and we find that this pleases stran- 
gers and makes customers. 

“Our salesmen work with us, not 
only for us, and are all on a par with 
us. We are purely one big family. 
If one of the employees wants a day 
off we don’t dock him, but neither do 
we pay for overtime. 

“We open at 8 A. M. and close at 
5 P. M., Saturdays we close at 1 P. 
M. the year round. None of our 
competitors do this and people pre- 
dicted suicide for us when we 
started this half day off on Satur- 
day. But our business continues to 
grow and we have many compliments 
from our patrons and the general 
public, for this easement on our 
salesmen. 

“Our accounting department is as 
thorough as our store force. We 
have inaugurated a new scheme to 
increase cash sales, by giving 2 per 
cent for all cash business. Custom- 
ers keep their slips although it may 
only amount to a few cents and you 
may rest assured that customer is 
going to buy his next hardware from 
us. These cash slips are redeemable 
at any time. 

“Should cash customers throw the 
slips on the floor not caring for the 
few cents if the sale is small, these 
slips are handed into the office and 
credited to our charity account. We 
have found already that this has in- 
creased our cash business beyond our 
expectations. 

Working out Ideas 

“There is no secret to our growth 
and success. Just good hard headed 
well laid out schemes in merchandis- 
ing that appeals to people. When we 
find a new method in any one line 
and sales show improvement in that 
department, then we work on the 
new idea and doubly intensify on 
other lines. But it is all easy when 
you have a harmonious force and the 
business is at peace with itself. 

“IT have often compared business 
to a pipe organ; a wrong note 
touched causes a discord. The organ 
kept in tune, played perfectly, is 
harmony. Our business is as near 
harmony as human-beings can make 
it, but it is due principally to ever- 
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lasting stick-to-it-iveness and tend- 
ing to our own knitting with 
straight-forward clean_ business 
methods. 

“This also goes to show what sales- 
men can do. Some men you can not 
keep down. The average salesman 
prates outside that he has never had 
a chance. But there are chances 
every day for the fit salesman; his 
time will come. 

“One of the greatest troubles with 
men is, they lack initiative; in other 
words there are thousands of good 
bright brained salesmen who lack 
but one thing, they lack the ability 
of marketing their worth. 

“Burns well said:—‘O’ would some 
power the giftie gae us, to see our 
selves as others see us. It would 
frae many a blunder and foolish no- 
tion free us.’ 

“So to whettle down to finenesses 
in merchandising :—1. Get the start. 
2. Stay with it. 3. Never mind your 
competitor, let him do his brain 
work, you do yours. 4. Be honest 
with yourself. 5. Work hard when 
you work and play hard when you 
play and 6. Above all, don’t worry. 

‘Yes, don’t wory, sounds easy, but 
sure as shooting if you do worry 
there is a discord, something wrong 
and it’s up to you alone to correct 
this discord and put things in har- 
mony. 

“I cannot worry, I have tried it 
and made a perfect failure. Being a 
‘Scot’ I could see no money in it. 
This may have been my chief reason 
and has been a large part of our suc- 
cess. 

How the Store Looks 

“Our store has a frontage of 75 
feet and is 150 feet deep, with a well 
kept basement of the same size. 

“We maintain a repair shop and 
are able to repair any damaged goods 
the carriers may have carelessly han- 
dled, thus doing away with fighting 
railroads for a‘small amount. This 
shop sharpens lawnmowers and cut- 
lery, and repairs anything we sell. 
This has proven a very profitable 
corner. 

“We do not compete with depart- 
ment stores or grocery hardware. 
True, we carry enough low grade 
stuff to make comparison to our cus- 
tomers, showing what quality means. 
Each month all of our customers as 
well as people who are not, get a re- 
minder by mail, a neatly printed card 
stating—‘This is Lawn Mower and 
Rubber Hose Month.’ 

“The next month may be golf ap- 
pliances, fishing tackle and general 
sporting out o’door stuff, or wash- 
day stuff. We follow each month 
with seasonable articles. We have 
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found this far ahead of most any 
other advertising. Just think out a 
few schemes yourself, get individual- 
ism, prove your idea, then push it 
to the limit. 

“This is about what we have found 
makes a business grow and prosper.” 


The Cleveland Outing 


It seemed like old times for the 
Cleveland hardware men to get to- 
gether for a picnic this summer. For 
some years the Cleveland Retail Hard- 
ware Dealers’ Association held very en- 
joyable and largely attended annual 
outings, but these were discontinued 
during the war-time period and not 
resumed until this year. The annual 
picnic of this association was held at 
Willoughbeach Park, near Cleveland, 
August 17, and was well attended by 
retail merchants and jobbers, together 
with their families, although some of 
the familiar faces were absent, owing 
evidently to the fact that weather con- 
ditions were unfavorable early in the 
day. However, it cleared up in the after- 
noon so that the entire program was 
carried out. This included a large num- 
ber of athletic contests in which the 
hardware men, both retailers and job- 
bers and their wives and children par- 
ticipated and which afforded a great 
amount of amusement for those not 
taking part. Valuable prizes were be- 
stowed upon the winners of the con- 
tests. 

The athletic events included an in- 
door baseball game between the retail- 
ers and wholesalers, which was won 
by the latter, a tug-of-war between job- 
bers and retailers, in which the re- 
tailers were the winners, and a tug-of- 
war for ladies, between the wives of 
the east side retailers and those of 
the west side retail dealers. The for- 
mer were the winners in this contest. 
Other events included a fat man’s race, 
pipe-smoking contest and a cracker eat- 
ing contest for boys. 


READY FOR N. Y. OUTING 


Final arrangements have been made 
for the annual outing and field day of 
the Hardware and Supply Dealers’ As- 
sociation of Manhattan and _ Bronx 
Boroughs, Inc., according to a recent 
announcement made by C. H. Tilson, 
secretary of the association. The an- 
nual outing will be held September 8 
at Beach Hill Inn, Rye Beach, N. Y. 
Arrangements have been made for the 
boat to leave the Battery, New York 
City, at 8:30 A. M., stopping at East 
138th Street at 9:30 A. M. 

“An extensive program has been pre- 
pared,” says Mr. Tilson, “and a good 
time is guaranteed. Cigars and re- 
freshments will be served on the boat. 


Upon arrival a_ breakfast will be 
served. During the afternoon there 
will be games, including foot, boat, 


wheel-barrow and swimming races, fol 
lowed by a baseball game. At six 
o’clock a shore dinner will be served. 

















W. IVERSON, whose business is 
manufacturing, made a significant 
statement in a recent issue of 
Printer’s Ink. “Those of our deal- 
ers who advertise consistently,” he declared, 
“sell approximately four times as much as those 
who do not advertise. 

“We know this,” he explained, “because we 
frequently make investigations. In fact, the 
records of our service department serve as a 
perpetual inventory of the amount of advertis- 
ing being done not only by our dealers, but by 
their local competitors. You can readily under- 
stand how valuable this is to us in planning 
dealer co-operation.” 

The influence that advertising exercises in 
helping to solve the practical problems of modern 
business would probably be difficult to estimate 
in tangible terms. It exercises both a direct and 
an indirect influence, socially and economically, 
that is comparable to nothing else. It can go, 
as it were, into the thick of the game and com- 
pel attention by its very ardor and intensity, 
and it is equally as interesting and as capable 
when simply coaching from the side-lines. Ad- 
vertising has unquestionably been one of the 
paramount factors which contributed to the 
growth and prestige of modern American busi- 
ness. 

The world-wide appreciation that accompanied 
Caruso through life, and the tribute and acclaim 
that the world bestowed upon him when he died, 
is perhaps the most notable instance of the 
direct educational influence of modern publicity 
and advertising. 

Throughout the drama of history the con- 
spicuous actors, the ones that are the most easily 
remembered, are those whose deeds and gestures 
lent themselves most appropriately to pictur- 
esque and romantic portrayal. Napoleon stands 
out with singular brilliancy from the pages of 
European history because he appreciated to a 
greater extent, perhaps, than most Europeans 
the value of publicity and advertising. 

Of advertising there is no end. It adapts 
itself to the requirements of necessity and cir- 
cumstances. Itsappeal is to all races, all 
It is fundamental 


A child sees something it 


temperaments and all times. 
in human nature. 





EDITORIAL COMMENT 


THE PROBLEM OF RETAIL ADVERTISING 





wants and cries to attract attention. Every 
human being has some intrinsic appreciation of 
advertising value and demonstrates it in speech, 
in dress, in deportment and in general character. 
Hence the saying that every man is a walking 
advertisement. His conversation and his actions 
show him for what he is. It may, therefore, be 
stated with reason that advertising is limited 
only by the potential development of the human 
mind. 

The problem of advertising for the retail 


‘hardware dealer is one which every merchant 


must necessarily solve for himself. Localities 
and circumstances alter cases. There are locali- 
ties where newspaper advertising may not com- 
pensate the dealer for the time, energy and 
money that he puts into it. But such localities 
are not general. And to some extent the dealer 
may be partially to blame. 

The gravest fault with most retail hardware 
advertising is that it follows a stereotyped form. 
It lacks individuality. It lacks “‘pulling power” 
and general attractiveness of “make-up.” But 
all advertising is not embellished by the artist’s 
brush, nor the photographer’s craft, nor ex- 
pressed only through the medium of the printed 
page. 

The dealer who displays his goods attractively 
in show case and window is advertising in one 
of the most effective ways at his disposal. The 
dealer who builds up a personal acquaintance 
with his customers, who gives bona fide service, 
and whose organization is adequate to the 
idiosyncrasies and requirements of his trade, is 
advertising in a thoroughly sound and profitable 
manner. 

But the influence of constructive advertising 
by means of the printed page is increasing. It 
is helping to solve problems of merchandising 
that at one time would have been considered 
insoluble. It has become one of the most effec- 
tive instrumentalities for business growth that 
human intelligence has so far applied to that 
purpose. It has proved its worth. Consequently 
no progressive hardware merchant can afford to 
neglect it, nor can he afford to frustrate the 
growth of his own business by advertising in a 
negative or haphazard way. It requires the 
same trained and thoughtful attention as any 
other department or problem of business. Think 
it over. 























House Makes Many Changes in Revenue Bill 


Baseball, Football and Other Sporting Equipment Exempted 
from Tax—Many Congressmen Recall Ball Playing Days 


WASHINGTON, Aug. 29, 1921. 


YP N\HE admirers in Congress of the 
mighty Bambino, the tricky Ty- 
rus and the other husky swat- 

ters of the big leagues rose en masse 

in the most tense moments of the con- 
sideration of the Internal Revenue bill 
in the House during the past week 
and wiped out the tax on all parapher- 
nalia of the national game, including 
baseballs, baseball bats, gloves, masks, 
protectors, shoes and uniforms. Then 
while the enthusiasm was on them, 
they went further and struck off the 
levy from skates, snowshoes, skis, to- 
boggans, football helmets, harness, uni- 
forms and goals, basketball goals, uni- 
forms and basketballs and footballs. 
On the remainder of the list of so- 

called sporting goods taxed at 10 per 
cent by the terms of the War Revenue 
Act, the House, amid laughter and ap- 
plause, scaled down the rate to 5 per 
cent. The articles affected by this act 
include tennis racquets, nets, racquet 
covers and presses, canoe paddles and 
cushions, polo mallets, golf bags and 
clubs, lacrosse sticks, balls of all kinds, 
including tennis, golf, lacrosse, billiard 
and pool balls, fishing rods and reels, 
billiard and pool tables, chess and 
checker boards and pieces, dice, games 
and parts of games, except playing 
cards and children’s toys and games, 
and all similar articles “commonly or 
commercially known as sporting 
goods.” 


Become Baseball Fans Again 


The discussion of the sporting goods 
tax carried the House leaders back to 
the happy days of their youth and 
offered an opportunity for much good- 
natured chaffing, especially among the 
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New England members with baseball 
records at Harvard, Yale and Amherst. 
Incidentally, Republicans and Demo- 
crats fell over each other in their efforts 
to disavow responsibility for pl°cing 
the tax on baseball equipment in the 
War Revenue Act. 

In presenting the amended sporting 
goods schedule in the House, Repre- 
sentative Nick Longworth of Ohio, 
member of the Ways and Means Com- 
mittee and a redoubtable amateur base- 
ball player some twenty years ago, 
said: 

“Mr. Chairman, this amendment ap- 
plies to the section on so-called sport- 
ing goods. It reduces the taxes gen- 
erally on all sporting goods from 10 
per cent to 5 per cent and exempts 
from taxation altogether those particu- 
lar articles which are of real athletic 
necessity, Those exempted from taxa- 
tion are skates, snowshoes, skis, tobog- 
gans, baseball bats, gloves, masks, pro- 
tectors, shoes and uniforms, football 
helmets, harness, uniforms and goals, 
basketball goals and uniforms, base- 
balls, basketballs and footballs. 

“There was never any excuse, Mr. 
Chairman, for putting twice the tax on 
sporting goods that was put on auto- 
mobiles and jewelry. That was done 
for some reason that I have not been 
_ to fathom in the present revenue 
bill. 

No Sense in Tax 


“I made as vigorous objection to it 
as I could at that time. I could not 
see any sense in imposing a tax on a 
small & that wanted a baseball bat 
twice as high as on a man or woman 
who purehased a diamond ring or an 
automobile or an electric piano. 

“We have an opportunity now to 
take off some of these tax burdens that 
the Demoeratic party imposed on the 
consuming public. We are taking it 
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altogether off of baseballs and base- 
ball bats, such as my friend from Mas- 
sachusetts used when young, and who 
was one of the most competent players 
that ever played on the Harvard base- 
ball team.” 


Representative Allen Treadway of 
Massachusetts, a famous first-baseman 
ir his freshman year at Amherst, was 
unwilling that the members of the 
House should be in doubt as to who 
was the most competent Harvard base- 
ball player. Pointing to Jimmy Galli- 
van of Boston, a great Harvard pitcher 
in 1888, he said: 


“In view of the fact that the gentle- 
man from Ohio did not designate what 
member of the Harvard team he was 
referring to in his remarks, let me 
state that the gentleman from Massa- 
chusetts (Mr. Gallivan), to whom he 
evidently refers, has two other col- 
leagues on the Massachusetts delega- 
tion who were very able ball players at 
Harvard — namely, Messrs. Winslow 
and Frothingham.” 


Harvard “Smeared” Amherst 


“And as I understand,” added Mr. 
Longworth, “each one of those gentle- 
men played on Harvard nines that 
smeared Amherst.” 


Sam Winslow, who has grown fat as 
well as rich making skates, and Louis 
Frothingham, who played such good 
ball at Harvard that, after finishing a 
four-years’ academic course and taking 
an A. B. degree, he was obliged to 
study law at the big university for 
three years, rose in their places and 
bowed acknowledgment of Treadway's 
compliment, while the glass roof of the 
House chamber rang with applause. 

Then Billy Sears, a loyal Democrat 
from Kissimmee, Fla., rose to protest 
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against Nick Longworth’s charge that 
the Democrats were responsible for tne 
tax on baseball goods. 


“The distinguished gentleman from 
Ohio,” said he, “just stated that now 
for the first time they had an oppor- 
tunity to take off this tax on goods used 
by athletes—sporting goods. I am in 
hearty accord with removing that tax, 
but I would like to remind the gentle- 
man from Ohig that, although his mem- 
ory is generally correct and very accu- 
rate, for the moment he has forgotten, 
for he knows that for the past two 
years, if he had desired to do so, he 
could have taken this tax off of these 
goods, as the Republicans were in con- 
trol of both the House and the Senate. 
And it is hardly fair for the gentle- 
man to now say that he is glad that 
this is the first opportunity that he has 
had to take this tax off of these goods. 


How the Fathers Will View It 


Frank Appleby of Asbury Park, N. J., 
in his day a hard hitter of State-wide 
reputation and the father of three 
youngsters who fought in the world 
war with the same enthusiasm that 
they played baseball, made a little two- 
minute talk that was punctuated with 
applause. He said: 


“As I understand it, this amendment 
exempts from taxation baseballs and 
baseball bats and paraphernalia con- 
nected with baseball games, as well as 
footballs and football paraphernalia, 
basketball material of all kinds and 
skates. I think it is a splendid idea 
and | am glad the committee decided 
to report the amendment. 

“It is an assurance to the dad who 
has to pay the bill for all of these 
things now required by the rising gen- 
eration that Congress is legislating for 
all classes, including the boys’ fathers. 
And inasmuch as I have had the priv- 
ilege of appearing before the Ways and 
Means Committee, I take this oppor- 
tunity of seconding the proposition of 
getting before the House such an im- 
portant and what I am sure will be 
a popular amendment. 


Necessary to Physical Development 


“Some weeks ago I introduced a bill, 
H. R. 7885, which included in its pro- 
visions the striking out of this entire 
paragraph. This morning, through the 
courtesy of the chairman of the Com- 
mittee on Ways and Means, I had the 
pleasure of appearing before that com- 
mittee and urging that a committee 
amendment be presented this afternoon 
removing the tax from these articles 
so necessary to the proper physical de- 
velopment of the boys and girls of this 
country. 

“T said to the committee, and from 
the reporting of this amendment I now 
know they agreed with me, that while 
it is true that this material is used 
in professional sports, yet it was so 
essentially a part of the educational 
and recreational life of our youth that 
it was a grave mistake to penalize 
them for the sake of the small amount 
of revenue derived from the tax on 
these goods. Like many of my col- 
leagues, I had the pleasure of playing 
baseball and football in my youthful 
days and know what it means to every 
boy. Let me assure you, gentlemen, 
that if you pass this amendment the 
boys of this land will rise up and call 
you blessed, and in addition to this you 
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will have the genuine and _ sincere 
thanks of the fathers and mothers, the 
educators and the medical profession 
for your wisdom in adopting the same.” 


Putting the Skids Under Them 

Jack Garner of Texas, the ranking 
Democrat of the Ways and Means Com- 
mittee in the absence of Claude 
Kitchin, who has been ill for many 
months, thought he saw a good oppor- 
tunity to poke a little fun at the Re- 
publicans. 

“I want to say to the gentleman 
from Ohio,” said he, “that I congratu- 
late him in repealing the tax on these 
various articles. I want to especially 
congratulate him and his colleagues on 
taking off the tax on skates and tobog- 
gans. You are going to need a lot 
of them next year and you want to 
buy them cheap. 

“T understand you are preparing for 
November, 1922, and you want to be 
relieved from this tax. And I con- 
gratulate you on it.” 

The suggestion that the Republican 
members of the House will “hit the 
toboggan” in the next election was 
wildly cheered by the Democratic mem- 
bers, while the Republicans laughed 
heartily at the idea. Continuing, Mr. 
Garner said: 


Forced to Take Back Track 


“But, Mr. Chairman, this only illus- 
trated what I said in the beginning, 
that if the Democratic party were in 
power in this House it would repeal 
all the taxes except those I enumerated 
in my opening argument. You are only 
coming gradually to the position that 
the Democratic party took in the be- 
ginning. You have repealed by com- 
mittee amendment, forced upon you by 
argument of the Democratic minority 
and forced upon you by mutineering 
members of your own side of the House 
and by a storm of protest from the 
country, a large proportion of the taxes 
originally set out in the program in 
your conference. 

“The country is to be congratulated 
that at least the debate on this bill 
has brought about the repeal of cer 
tain taxes existing in the bill that was 
framed by the Republican conference. 
You had already been driven to aban- 
doning the stamp tax on checks, the 
flat tax of $10 on all automobiles, 
whether they be $250 Fords owned by 
poorer people or $10,000 machines 
owned by the very rich. 

“Your administration wanted that 
kind of a bill out and out, but you 
had to reform it where the people 
caught its vicious parts and camouflage 
it more. The Republican conference, 
in the first place, did a good job over 
what the Ways and Means Committee 
did. Now the Committee of the Whole 
House on the State of the Union has 
done a much better job than the Re- 
publican conference did. So if we had 
time and opportunity for the Democrats 
to join with you over there, a good 
portion of whom believe in the reduc- 
tion of these taxes, we would finally 
make this a fairly good bill.” 


Many Changes Made 


Before passing the Internal Revenue 
Revision Bill the House made a num- 
ber of changes in its provisions as re 
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por.ed by the Ways and Means Com- 
mittee. Some of these changes will 
doubtless prove very popular, while 
others will evoke protests and will be 
the Subject of lively controversy in the 
Senate Finance Committee, which will 
perfect the bill prior to its final en- 
actment. The action of the House in 
postponing until January 1, next, the 
taking effect of the excess profits tax 
promises to be far from popular with 
the country at large. If the House 
provision stands, all excess profits 
made during the calendar year 1921 
will be taxed on the basis of the War 
Revenue Act. 

As these taxes are now being paid 
chiefly by small and conservatively cap- 
italized corporations, and not at all by 
the “war babies,” the country is very 
anxious to get rid of them. The House 
deferred the repeal of this impost until 
next January for the reason that it 
did not care to tackle the job of de- 
vising additional revenue-producing 
measures to fill the gap for the year 
1921. There will be a stentorian de- 
mand upon the Senate to make this 
tax retroactive to last January, and 
the outcome will be awaited with wide- 
spread interest. 

The increase in the tax on corporate 
incomes from 10 per cent to 12% per 
cent has not been made retroactive, 
but if the Senate should decide to make 
the repeal of the excess profits tax 
effective as of January 1, 1921, this 
levy also may be dated back to the 
beginning of the current calendar year. 
This would be most unfortunate, as 
corporation managers have been at 
their wits’ ends throughout the present 
year to figure even preferred stock 
dividends after charging off Federal 
taxes. 

Took Tax Off Soap 


The House did one thing for which 
the people everywhere will bless it. It 
took the tax off soap. Hereafter -you 
can take a bath every Saturday night, 
whether you. need it or not, without 
paying Uncle Sam for the privilege. 
The soap tax was an absurdity and 
an anachronism in these days when the 
Government is doing everything in its 
power to spread information regarding 
the great importance of personal clean- 
liness, : 

The wonder is that the men who sug- 
gested the soap tax did not propose 
a prohibitory tariff on the toothbrush. 
Some brilliant statesman did urge a 
stamp tax on toothpastes and powders, 
and got it through, too. But the pend- 
ing House bill takes it off, and, inci- 
dentally, removes the impost on the 
poor man’s medicines. 


National Chamber Urges Sales Tax 


The National Chamber of Commerce 
is a hard loser. Not satisfied with the 
action of the House in turning down 
the sales tax as a revenue producer, 
the Chamber has sent a detailed analy- 
sis of the vote cast on its recent tax 
referendum to the members of both 
houses. The analysis shows some in- 
teresting shades of opinion expressed 
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by business men in various sections of 
the country. 

The vote of the member organiza- 
tions of the Chamber was analyzed as 
to geographical opinion, trade organi- 
zations versus chamber of commerce 
opinion, and manufacturing districts 
compared with agricultural sections. 

The form of ballot used in the refer- 
endum allowed member organizations 
to vote separately on the question: 
(1) Of repealing the excise taxes; 
(2) of substituting a sales tax; (3) of 
making the sales tax, if adopted, a 
retail sales tax or a tax on turnovers, 
and (4) of making the turnover tax, 
if adopted, apply only to goods, wares 
and merchandise or to turnovers of 
every character. 


General Principle Strongly Favored 


There was an overwhelming vote in 
favor of the general principle of the 
sales tax; the vote on the particular 
kind of sales tax showed a large ma- 
jority of sentiment in favor of making 
it a general tax on turnovers of all 
kinds, rather than on retail sales or 
on only goods, wares and merchandise. 

Geographically, the Northern Atlan- 
tic States expressed the strongest sen- 
timent for a turnover tax as against 
a retail sales tax, while the lowest 
favorable vote on this particular ques- 
tion was cast by the Southern States. 
The next highest vote was cast by the 
Middle Western group and the next 
lowest was cast by the Far Western 
States. 

On the further question as to whether 
the turnover tax should apply to all 
turnovers, rather than to goods, wares 
and merchandise alone, the distribution 
of sentiment is somewhat reversed. 
The total vote was for a sales tax on 
all turnovers, but the strongest sup- 
port for the proposition came from the 
Far Western States, while the least 
favorable was the Northern Atlantic 
States group. 

In other words, the Northern Atlan- 
tic section, the greatest industrial and 
financial center, voted enthusiastically 
for a sales tax on turnovers, but was 
not so willing to have it apply to all 
turnovers, which would include the sale 
of real estate, plants, securities, rents, 
royalties and receipts of public utilities, 


Must Apply to All Turnovers 


On the other hand, the Southern and 
Western States, which may be termed 
the agrarian sections, were not over- 
whelmingly for the turnover tax, but 
were most decided in their vote that 
if there is to be a turnover tax it must 
apply to all turnovers. 

The general question of a sales tax 
in place of the tax on transportation 
and communication was carried by a 
favorable vote of 94 per cent of all the 
votes cast on that subject. A study 
of the ballots, however, shows that the 
sales tax found its most ardent sup- 
porters in the national trade associa- 
tions and the chambers of commerce 
of the large cities. The votes recorded 


by these two groups were 99 per cent 
general 


in favor of the principle of 
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substituting a sales tax for those to 
be repealed. 


Manufacturing States for Sales Tax 


On the same question five agricul- 
tural states, Kansas, South Dakota, 
North Dakota, Iowa and Montana, be- 
ing selected as typical, voted only 86 
per cent in favor, which is the lowest 
vote cast by any group studied. In 
comparison with the vote of the agri- 
cultural states, the vote from four of 
the most important manufacturing 
states — Massachusetts, Pennsylvania, 
Connecticut and New Jersey—was 94 
per cent favorable to the sales tax. 

Dividing the whole United States 
into four geographical groups, the vote 
in favor of a sales tax instead of the 
excise tax on transportation and com- 
munication was as follows: 

The Far Western States, 97 per cent; 
the Northern Atlantic States, 96 per 
cent; the Middle Western States, 94 
per cent, and the Southern States, 92 
per cent. 

The vote favoring a sales tax to take 
the place of the excise tax on particu- 
lar businesses was 91 per cent of all 
the votes registered on the question, 
and the distribution of the vote was 
very similar to the vote on substituting 
a sales tax for the tax on transporta- 
tion and communication. 





Will Be Heard from in Senate 


While the sales tax proved such a 
dead issue in the House that it was 
not even discussed during the four 
days of the debate on the Internal Rev- 
enue Revision Bill, there is reason to 
believe it will be heard from in the 
Senate. Reed Smoot, the champion of 
the sales tax, is probably the most 
active member of the Finance Commit- 
tee, and will not abandon his pet idea 
without a struggle. 

I am convinced, however, that there 
will be no sales tax. The leaders be- 
lieve the proposition is loaded with 
dynamite, and, while I think they are 
wrong, a vote of the Senate to-day 
would probably show a very substantial 
majority against this impost. 


Dealers Want Free Graphite 


In spite of the efforts made by deal- 
ers in graphite and graphite products 
who are endeavoring to bring about 
the revival of business in the crucible 
industry, the House refused to put 
crude’ graphite on the free list, but 
imposed upon it a duty of 10 per 
centum ad valorem. The _ crucible 
makers laid their cases before the Sen- 
ate Finance Committee during the past 
week in the hope that the duty will 
be taken off, Here is a short extract 
from their argument: 


“The crucible makers do not ask for 
any tariff protection. They see their 
greatest advantage in a quick revival 
of business, and they believe this can 
be accomplished best by keeping down 
manufacturing costs. They believe this 
is the worst time possible to take 
graphite off the free list because it will 
add to their costs. 

“In the face of this effort they find 
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that the Alabama graphite interests, 
which is practically another name for 
the Quenalda Graphite Company, are 
here trying to obtain a duty on graph- 
ite, This Quenalda Graphite Company 
claims to own 60 per cent of all flake 
graphite deposits in the United States, 
which makes it one of our greatest 
monopolists of a natural product, 
Ninety per cent of all graphite deposits 
of the United States will be found in 
Alabama. 


Imported Graphite Higher in Price 


“This graphite monopoly of Alabama 
bases its claim for’ a tariff on the 
alleged competition of cheap Oriental 
labor, but labor is not a factor in this 
case, because the Ceylon graphite has 
always sold for from 50 to 100 per cent 
more than the Alabama product. This 
is because the Alabama product can- 
not be used to make crucibles beyond 
a small mixture that is used along 
with the binding clay. No crucible 
made of domestic graphite and fit for 
use has ever been put on the market, 
although the cheapness of Alabama 
graphite would make it enormously 
profitable. For several years there 
have been mysterious rumors that there 
would be such crucibles, but the trade 
has never known of them. 

“Domestic graphite deposits have 
been known during the many years we 
have had graphite on the free list, and 
there is no new argument for giving 
protection to that product. 

“No other industry is asking for 
‘protection’ from products that sell in 
this country for a higher price than 
the domestic article. No matter how 
high the tariff may be, it cannot force 
the crucible makers to use an unfit raw 
material. It might hamper their busi- 
ness by adding cost, but it can only 
serve the Alabama interests as an ad- 
vertisement. The tax cannot increase 
the consumption of Alabama graphite. 


Cost of Crucibles Should Go Down 


“Increased cost of crucibles will work 
to the disadvantage of manufacturers 
who have small capital. The electric 
furnace and the crucible have been 
going nip and tuck in matters of cost 
efficiency, but if expense is added to 
the crucible by a tariff tax which does 
not apply to electric furnaces there 
will be a positive advantage for manu- 
facturers of large capital because they 
can change to the electric furnace. 
Men operating on a small scale will of 
necessity continue to use the crucible 
if they remain in the business. 

“Alabama graphite is valuable for 
making lubricants and paints, and for 
these purposes it is practically with- 
out competition from high prices dur- 
ing the war. They are not now suffer- 
ing any more than is the crucible in- 
dustry, which looks to lowering costs 
for reviving its business. , 

“Our graphite trade with Ceylon 1s 
now giving return cargoes to American 
ships that carry our products to the 
Orient. 


No Crucibles from Domestic Graphite 


“It has been suggested that we 
should develop our graphite deposits as 
a preparation for war, but until some- 
one can make a satisfactory crucible 
of this graphite it cannot serve in war 
time. Necessity caused the most thor- 
ough tests of this material in crucible- 
making during the recent war, and 

(Continued on page 88) 
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Coming Hardware Conventions 
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NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND Its AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 17-22, 1921. Headquarters, 
Marlborough-Blenheim. T. James Fern- 
ley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITs AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J.. Oct. 19-22, 1921. Headquarters, 
Marlborough-Blenheim. T. James Fern- 
ley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 

WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 

PacIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, 
Jan, 24, 25, 26, 27, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 


Testing 


For several years tests have been 
_conducted by The Wood Shovel & Tool 
Co., Piqua, Ohio, to determine the best 
steel for shovel purposes. These tests 
report a demonstration of the harden- 
ing, toughening and uniform qualities 
of mo-lyb-den-um when used as an al- 
loy in steel and properly treated. 

Before undertaking the exhaustive 
tests the company laid down the fol- 
lowing four requisites of the ideal 
shovel; hardness, to resist wear; tough- 
ness, to stand strain; strength, to make 
a lighter shovel; uniformity, to justify 
a guarantee that one shovel would be 
the same in hardness, toughness and 
strength as thousands of others made 
from this same steel. 

Early in the tests they eliminated 
straight carbon steels for, as the de- 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 
24, 25, 26, 27, 1922. J. M. Stone, sec- 
retary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the Coliseum. A. R. Sale, secre- 
tary, Mason City. 

MICHIGAN RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 138, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
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San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHI0 HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MissourRI RETAIL HARDWARE AsSSO- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE AsSSO- 
CIATION CONVENTION, Roanoke, Feb. 
21, 22, 23, 1922. Thos. B. Howell, sec- 
retary, Richmond. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS CONVENTION, Winston-Salem, 
N. C., May 9, 10, 11, 1922. 7 We 
Dixon, secretary-treasurer, Charlotte, 
N. C. 
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Mo-Lyb-Den-Um for Hardening 


gree of hardness was increased, it is 
said, the steel became more brittle. 
Vanadium and chrome vanadium were 
found to toughen the steel, but the 
amounts required were said to increase 
the cost of raw material to a prohibi- 
tive degree. Nickel was found to pro- 
duce a steel that did not lend itself 
easily to welding. Since the production 
of plain back shovels necessitated the 
welding of the front and back straps 
to the blade, steel with nickel as an 
alloy was discarded. 

Machines for testing the shovels 
were designed at the wood factory. 
They determined not only the wear on 
the edge of the blade but also the 
wear on the surface of the blade, the 
strength of the weld, the toughness of 
the steel and the durability of the 
straps. This testing machine is de- 
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signed with a rotating axle and four 
arms in which the shovels are fastened, 
and is driven with a 3-hp. motor with 
the speed reduced to 14 r.p.m. The 
shovels are forced through more than 
three feet of red granite rocks. Sev- 
eral mo-lyb-den-um stee] shovels made 
125,000 revolutions through these 
granite rocks, or a distance of more 
than miles, without the blades 
breaking or the straps pulling loose, 
while the nearest rival of an alloy steel 
after 33,000 revolutions had to be taken 
out on account of the straps either pull- 
ing off or breaking off. 

Mo-lyb-den-um is a discovery of the 
World War. Tests conducted through- 
out the Allied countries to produce a 
steel capable of resisting the impact of 
German projectiles culminated in the 
making of mo-lyb-den-um steel plates. 


over 
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Reduced Prices 


No. 1 


(3 cols. x 5 in.) 

One of the most popular subjects for 
retail hardware ads to-day seems to be 
“reduced prices.” Dealers are busy 
telling to wake up from their 


Hulls Fvening Jews 


VOL. 1 


Age. 
TolkKs 





NO. 30 MONDAY COMMON CENTS 





For the Housewife 
Who Likes the Simple 
And Modern 

COLD PACK JAR- 


CANNING METHOD 














THE “HANDY PRESERVER” 
Fruit and Vegetable Canner 


With combination jar holding rack a 


blancing tray. 
Approved and Endorsed 

UNITED STATES DEPARTMENT 
OF AGRICULTURE. 
The Ladies’ Home Journal. 


The Hal! Hardware & Plumbing Co. 
Opp. City Hal!— 
T. CLARK HULL, 


Pres. and Treas. 





Pel. 24 

MILTON F. HULL, 
Becy 

i Evenings. 


A timely canning announcement 


Open Until 9 O'clock S2turda 





Forceful Hardware “Sale” Copy—How Dealers Talk Lower 
Prices — Canning Supplies Getting Plenty of Publicity 


long non-buying snooze and to save 
money by spending it wisely. And the 
dollar marks prove that the hardware 
man is offering goods at economy 
prices, 

We were very much interested in a 
series of reduced price ads _ recently 
run by Irving Van Voris of Cobleskill, 
N. Y., one of which series is reproduced 
herewith. 





their prices in accord with the new 
prices made them by manufacturers 
and jobbers.” 

The buying public is in a very sus- 
picious state of mind. It believes that 
many dealers in all trades are not put- 
ting all the cards on the table. Re- 
sumption of normal purchasing can 
best be hurried by coming out with 
frank reduced price ads such as this 























the BEST VALUE for the LEAST MONEY. 


to our customers. 


Make cents grow into dollars 


One way to make cents grow into dollars is to buy your hardware at the store which offers 


We are pleased to again announce some new REDUCED PRICES which will be of interest 








Fifty Cents Per Gallon Reduction on Sherwin 
Williams Paint. 


S.-W. Paint was..$4.25 New price is....$3.75 


One-Fifty Reduction Per Bale on Plymouth 
Binder Twine 
Plymouth Twine was $10 per bale 
New price is, — $8.50 
Ingersoll Watches and Chinamel Varnish 


had recent reductions. 





Plymouth Pure Manila Rope 


New Prices: 3 and smaller..........$ .28'per Ib 
% and 5% -26 per Ib 
%% and laxger ... .24 pet Ib 


Stewart Horse Clipping Machine 
was $14; now is $72 





Cotton Strainer Pads 


are now $1.20 per 100. 








I. VAN VORI 


COBLESKILL, N. Y. 


TELEPHONE 55 W 








Plain talk on 

A. H. Van Voris, who attends to the 
firm’s advertising, has some interesting 
remarks to make. He says: “Reduced 
prices is a subject of keen interest to 
all customers of all stores these days. 
We try to keep our buying public posted 
when we can give them new and re- 
duced prices on any merchandise. This 
thought came to me as being particu- 
larly apt because of the recent accusa- 
tion in the Literary Digest, I believe it 
was, that hardware dealers, generally 
speaking, were not coming down in 
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reduced prices 


Van Voris copy. 

Read this ad and note that no gen- 
eralities are used. In the case of the 
paint, twine and clipping machine 
items, the old and new prices are 
plainly indicated. A note is made to 
the effect that Ingersoll Watches and 
Chinamel Varnish had recent reduc- 
tions. 

In other words, the reader can see 
with half an eye that the Van Voris 
store is cutting with the manufactur- 
ers and not holding up the public by 
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charging former prices. Moreover, a 
series of these ads, as being used by the 
Van Voris store, serves to intensify 
this impression and build up a confi- 
dence in the store’s policy that leads 
to greater sales. 

It is well to realize that all retailers 
are being watched more or less closely 
and their prices compared all because 
of the attitude of the few in not com- 
ing down on their prices. 

Therefore, a series of ads on reduced 
prices along the lines of the Van Voris 
ad will win back the full confidence of 
the public and remove the store adver- 
tising from any suspicion of post-nor- 
mal profiteering. 


Broadside on Canning 


No. 2 (2 cols, x 11 in.) 

The Hull Hardware & Plumbing Co., 
Danbury, Conn., have a unique scheme 
for their advertising. They run a 
“Hull’s Evening News” section in the 
local papers. The reproduction of a 
current ad on canning supplies shows 
how the idea is carried out. 

This plan identifies the ad and acts 
as a retail trade-mark. We recom- 
mend it. It is a deviation from the 
idea of a store paper within the news- 
paper and does not require the care 
and attention of regular store paper 
make-up yet suggest to the reader vhat 
the ads are daily news messages and 
worthy of special attention. 

The ad reproduced is a smashing 
type display on the cold-pack canning 
method and it is bound to arrest the 
attention of housewives now busily en- 
gaged in canning and preserving. 


“Punch Plus” 


No. 3 (3 cols, x 15 in.) 
Have you ever had a sale and wanted 
to wind it up with a 100 hp. razz? 








“More Home to the House” ) 
== | 


JAAEROLUX 


VENTILATING 


Insure h comfort durnig the summer months and 
help keep the house I. 

Withe care will last for many years. 

They come in various widths to suit any porch. 
Pricess— 


All 7 feet 6 inches long. 











An exceptionally attractive porch 


shade ad 
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THE END! 


Here’s the LAST CALL—The Final Invitation—Your Fleeting 
Chance to Come to 


Rayl’s 


‘400,000 
HARDWARE 


Sale! 


a pean THE GONG sounds the closing hour—5:30 p. m. 'to- 
morrow—we pull down the Final Curtain on this very ex- 


traordinary event. 


TO THE VERY CLOSING MOMENT, however, there are 
rare charices of saving—radiant helps to economy in thousands 
of spots throughout the establishment. 


Busy! Busy!! BUSY!!! We'll be—but we await you with 
royal good welcome—and will serve you well! 








HERE’S THE LAST WHIRL — THE FINAL SPIN! 








AND 
STILL 


EVERYTHING IS 
ON SALE! 














IT’S TOO LATE to make out a catalog of prices — that has 
been faithfully done for you before. 








Every item, at its lowest-ever-advertised price, is yet 
priced the same. 








SOME LOTS MAY now be small— which means that they 
may not hold out through Monday’s selling—-COME EARLY! 


Other, and many lines are still very full—and their “Lowest- 
in-America Prices,” for this one LAST DAY, should crowd Rayl’s 


to its remotest nook and corner. 


Our last word of the Sale is an invitation: 








COME, DO NOT FAIL! 








T. B. RAYL CO. 
—=9 EAST GRAND RIVER, COR. WOODWARD 


A gem of persuasiveness 


Have you bitten your pencil and 
scratched your ear waiting for lan- 
guage with punch and pep? Well, 
ponder no longer but grab this Rayl 
ad quick and file it away against the 
time when you may stage a grand sale. 
For believe us, if the announcement 
was written by Gabriel himself, it 
wouldn’t convince us to greater degree 
that the end, the last whirl, the final 
spin, the fleeting chance and the clos- 
ing hour was at hand. 

Reading over this ad which was used 
in Detroit, Mich., papers almost makes 


be there 


remote 


us sigh that we couldn't 
the wind-up, and crowd some 
nook in Rayl’s. If the circus people 
ever see this ad, then Rayl’s manager 
of advertising will certainly be offered 
a gilt-edged, diamond-studded contract 
for 99 years. 

As a “last whirl” ad this effervescing 
ebullition certainly ought to make the 
buyer almost too dizzy to find Rayl’s 
front door. However, with all its 
punch, pep, jazz and scintillation the 
effort makes no extravagant claims. 
It is just a copy gem, to have handy, 





ready to spring when a sale lags, or 
lethargy overtakes the buying public. 
While we don’t guarantee any copy 
reproduced in this department we 
should think no dealer rash enough to 
this ad without putting on half a 
so extra clerks to assist the 


use 
dozen or 


salesmen. 
Good Porch Shade Ad. 


No. 4 (2 cols. x 8 in.) 

This ad was sent us by Oyster’s, 
Lumberport, W. Va. It was used in a 
recent issue of The Oyster, the firm’s 
paper. It is a finely displayed 
ad and features one of the best porch 
swing cuts we have noted for some 
time. Porch swings at reduced prices 
is a lead that will bring you business 
now. There’s lots of sunny days left 
yet before November and those who put 
off buying shades or replacing worn 
equipment would be attracted by a spe- 
cial offer made now. 

We suggest for a phrase underneath 
the paper’s title, The Oyster, the fol- 
lowing: “A succulent morsel served 
monthly. Open it yourself.” The Oys- 
ter is a well-edited store paper. It 
has 600 circulation monthly. 


regular 


store 


HARDWARE AGE 
HOW GLASS IS BENT 


The manufacture of bent glass, for 
use in store fronts, show cases, china 
closets and a hundred other things to 
which it adds attractiveness and con- 
venience, is an interesting process be- 
cause of the utter simplicity of the op- 
peration, which is almost absurdly 
easy, considering the results obtained. 
A piece of thin convex glass is not, as 
many suppose, molded in that form, as 
is a vase, for instance, but is merely 
ordinary sheet glass which has been 
bent to the shape desired. Either plain 
or beveled glass may be bent, and to 
any curve. 

Glass bending is done in a kiln. Glass 
melts to an actual fluid state at 2300 
degrees of heat, while at 1800 degrees 
it becomes soft and pliable, though the 
polished surface retains its smoothness 
and brilliancy. To bend a sheet of 
glass, therefore, molds are made, dish- 
like affairs which are concave to the 
degree to which it is desired to bend 
the sheets of glass, and the flat glass 
is laid across them, the sheet unsup- 
ported except at the edges, after which 
the wheeled molds are rolled into the 
kilns. As the glass softens in the in- 


An Abrasive Window Display 
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tense heat, it bends by its own weight, 
sinking into the mold which fixes its 
final shape. It requires an hour or two 
to bend a sheet of glass, and it must 
then be allowed to cool in the kiln for 
24 or 36 hours, which ends the process. 
Despite all precautions, considerable 
glass is broken in a bending establish- 
ment, so that the price is usually 
about 50 per cent higher for bent than 
for flat glass. 
News Notes 

Officials of Smith & Wesson, Spring- 
field, Mass., firearms, have announced 
that the plant, which closed July 15th 
for a month, will not re-open before 
September 6th. Incoming business does 
not warrant an earlier opening. 

James H. Pratt was re-elected presi- 
dent, and William E. Smith, treasurer, 
Southington Hardware Co., Southing- 
ton, Conn., at the annual meeting held 
recently. 

The Missouri Water & Steam Supply 
Co., St. Joseph, Mo., has purchased the 
entire stock of goods of the Horigan 
Supply Co. of the same city. 


in Australia 
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Well arranged display from the Anthony Hardern & Sons Co., Ltd., Sydney, N. S. W., Australia. It remained in for 


four weeks 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Aug. 29, 1921. 


ASIC conditions in the New York 

wholesale hardware market re- 

main unchanged. Price changes 
constitute the major activity of inter- 
est. Prevailing business is confined, 
more or less, to “pick-up” orders, al- 
though jobbers report that more _in- 
terest is developing for ammunition 
shells, snow shovels, sleds and fall and 
winter goods generally. 

Interviews with representative job- 
bers and retailers in this section dis- 
close an evident and more general feel- 
ing of optimism than has been mani- 
fested for some time past. Jobbers 
look forward to an increased interest 
on the part of the retail trade after 
Labor Day. Leading business men in 
this locality are more or less unani- 
mous in the opinion: that better busi- 
ness conditions are gradually devel- 
oping. 

Among the important price changes 
reported during the past week by local 
jobbers were the following: 

Ames shovel prices have been re- 
duced about $3 per doz. Polished, 
fourth-grade shovels are now being 
quoted $11 per doz. 

Nicholson files are now being quoted 
50 and 10 per cent off. 

American files are now being quoted 
60, 10 and 5 per cent off. 

Ship augers, 1'4 in. and smaller, are 
quoted 10 per cent off; larger sizes are 
quoted list net. 

B. M. augers, 2 in. and smaller, are 
being quoted 15 per cent off; larger 
sizes 10 per cent off. 

Car bits are being quoted 20, 10 and 
5 per cent off, 

Carpenters’ nut augers, 2 in. and 
smaller, 15 per cent off; larger, 10 per 
cent off. 

Jobbers report the following 
nouncements from manufacturers: 

Arrow Tool Co., Buffalo, N. Y., has 
appointed the John H. Graham & Co., 
113 Chambers Street, New York City, 
its eastern representative in territory 
east of Pittsburgh. 

Rock Island Manufacturing Co., 
Rock Island, Ill., has issued its new 
catalog “K” on vises and hardware spe- 
cialities. 


an- 
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Mallison Braided Cord Co., Athens, 
Ga., has placed a new clothes line on 
the market, which is sold in hanks 
of various lengths, ready rolled for 
easy display and quick turnover. 

Leader File Co. announces that it ex- 
pects to make a 20 per cent reduction 
shortly. 

It has been announced that many of 
the leading steel goods manufacturers 
will issue revised prices Sept. 1. 

W. L. Woodside & Co., New York 
City, issued new prices, Aug. 19, on 
its line of shoe findings goods. 

Millers Falls Co., Millers Falls, 
Mass., has started issuing its new price 
lists. 

Wagner Manufacturing Co., Cedar 
Falls, Ia., reduced prices, Aug. 16, on 
its line of fly traps. 

Lutz Files Co., Cincinnati, Ohio, has 
issued new prices on its line of file 
handles. 

Peter & Guckenburger, Cincinnati, 
Ohio, expect to revise prices shortly 
on twines and cordage. 

New prices for next season on ice 
cream freezers are expected to be an- 
nounced during September. 

Norton Door Closing Co., Chicago, 
Ill., reduced prices, Aug. 15, about 5 
per cent. 

Nicholls Manufacturing Co., Ottum- 
wa, Ia., reduced prices on squares re- 
cently. 

Automobile Accessories.—This line is 
mildly active. Stocks are in fairly 
good condition and prices substantially 
steady. Tourist equipment and repair 
parts are at present leading in de- 
mand. 

Ash _ Sifters.—Better interest was 
shown this line during the past week, 
jobbers say. Stocks are good, prices 
firm and interest generally erratic. 


Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $50 per doz 

Crated, $33 per doz. 

Axes.—Some slight improvement in 
the axe situation has been reported by 
local jobbers, who say that more or- 
ders are being received. 

Jobbers’ quotations f.o.b. New York 

House axes, ebony finish, 2% Ib., $12 pet 
a 
$13.50 per doz 


) 


vA : 
“Fall City’ axes, 2% Ib., 
axes, 24% to 2% Ib 


Long Island handled 
$19.50 per doz 

Second quality, 
$19 per doz 


36-in. handle, 4 to Ib., 
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Flint edge, Rockaway pattern, 4 to 
$20.75 per doz. 
Connecticut pattern 


3% Ib., $19.50 per doz 

Bolts and Nuts.—Changes are 
pated by many in this market. 
est is mild and stocks ample. 

Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, x 6 and 
smaller, 50 per cent to 50 and per cent; 
longer and thicker, 45 per cent i and 5 
per cent 

Machine bolts, % x 4 and smaller, 50 and 
10 per cent to 50, 10 and 5 per cent; larger 
and thicker, 50 per cent to 59 and 5 per cent 

Semi-finished hexagon nuts, 9/16 and 
smaller, 75 and 10 per cent; larger and 
thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, 
per cent; Se 4 


handled axes, 


antici- 
Inter- 


iron, 40-5 


brass, 4/32 to 8/32 in., 75 per 


cent; 10/32 to 12/32 in., 65 per cent; 
32 in., 60 per cent. 
oek washers, 


L. 
T 


50 per cent 
oggle bolts, steel, bright finish, 60 
cent. 

Iron rivets, 60 per cent 
ets, 40 per cent. 

Builders’ Hardware.—An increasing 
number of permits for building opera- 
tions are being filed by contractors in 
and around New York. Builders’ hard- 
ware has not been especially active, 
although there has been more or less 
of a good consistent demand during 
the past few weeks. Jobbers report 
better interest since the recent price 
reductions, 

Cider Mills and Wine Presses.—In- 
terest is fair, prices steady and stock 
in good shape, jobbers say. 

Jobbers’ quotations f.o.b. New York: 

Cider Mills. junior size, $33 each 
medium size, $42.25 each net; senior 
$55 each net. 

Wine Presses, popular sizes, range accord- 
ing to size from $8.25 each net to $16.50 
each net . 

Coffee Mills.—Little demand is be- 
ing shown at present. Prices are steady 
and stocks good. 

Jobbers’ quotations f.o.b. New York 

Coffee mill, glass hopper, metal parts 
japanned, holds 1 Ib. coffe $11 per doz 
Same, slightly different shape $14.25 
doz 

Cotton Gloves.—Orders for these ar- 
ticles increased to some extent last 
week. Prices are unchanged and the 
local supply ample. 

Jobbers’ quotations f.o.b. New York: 

Cotton gloves, white canton flannel, with 
knit cotton wrist, light. $1 per doz 
net: heavy. $1.75 per doz. pair 
weight white canton flann 
heavy stiffened material. r 
per doz. pair, net; leather 
pair, net 

Farming Tool Handles. 
but light interest, steady 
fair stocks feature this line. 

Jobbers’ quotations f.o.b. New Y 

Hay fork handles, bent ft $4.7 


per 


solid copper riv- 


net; 


size, 


per 


Consistent 


prices and 
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doz.; 6 ft., $7.35 per doz.; hay fork handles, 
straight, 5 ft., $4 per doz.; 6 ft., $6.40 per 


doz. 
Long handle manure fork handle, $4.20 


per doz.; wooden D manure fork handle, 
$6.60 per doz. Six-ft, rake handle, $5.90 per 
doz. 


Shank hoe handles, $2.20 per doz. 
handles, $6.75 per doz. 

Malleable D spading fork handle, $5.45 
per doz., plus 5 per cent. Wooden D spad- 
ing fork handle, $6.60 per doz. 

Bundle lots 5 per cent off. 

Football Goods.—More interest de- 
veloped during the past week, accord- 
ing to local jobbers and sporting goods 
houses. There is enough material in 
the local market, it is said, to supply 
most of the immediate demand. 


Galvanized Ware.—Little interest is 
being shown any of the items listed 
under this heading. Holders of sheet 
are more than well supplied and are 
willing to negotiate prices, it is said. 

Prices to retailers, f.o.b. New York:_ 

Galvanized sheets, No. 28 gage, $5 
$5.25 per 100 Ib. - 
Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.35; 10 qt., $2.70; 
12 qt., $2.95; 14 qt., $3.30; 16 qt., $4 per doz. 
Galvanized wash tubs, No. 1, $7.85; No. 
2. $8.80; No. 3, $10.25; all per doz. 


Ice Scrapers.—Dealers are showing 
mild interest for ice scrapers by plac- 
ing small orders for fall delivery. 
Prices are firm, and jobbers say they 


do not expect a change. 

Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 64 x5% in., 4 ft. handle, $6.25 
per doz. Solid shank shaper, extra quality, 
tempered steel blade, 7 x 6 in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8x6 in., heavy iron ferrule, 
i144 ft. handle, $10.40 per doz. 

Ice Skates—Although there is not 
much business even for future delivery, 
dealers are making inquiries for skates 
and a few small orders are being re- 
ceived. 

Jobbers’ quotations f.o.b. New York: 

Men and boys, all clamp club _ skates, 
sizes 8 to 12 in., 91c. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children. nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 11 


Spade 


to 


in., polished cast steel runners, $1.15 to 
$1.40. Women’s and children’s clamp 
hockey, $1.40. Women’s and children’s 
clamp hockey skates, russet leather back 
and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Lanterns.—Stocks are adequate for 
the present slight demand. 

Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin lan- 
terns, $9.50 per doz. Junior brass lanterns, 
$18 per doz. Blizzard tin lanterns, $14.50 
per doz. Buckeye dash lanterns, $14.75 per 


doz. Roadster wagon lanterns, $18.50 per 
doz, De Lite lanterns, $14.59 per doz. Little 
Wizard lanterns, $11.25 per doz Eureka 
driving lanterns, plain lens, $19 per doz. 
Watchmen’s mill lantern enamel finish, 
$25 per doz. Imperial platform lanterns, 
$9.75 each 


Linseed Oil.—Trading in oil is a bit 
sluggish. Buyers are said to be will- 
ing to purchase sparsely and, although 
prices are unchanged, the general mar- 
ket tone is not as firm as it was a week 


ago. 
Prices to retailers, f.o.h. New York: 
Linseed oi], car lots, 75c. to 77e. per gal.; 


less than car lots but more than 5 bbl. lots, 


7&c. to 80c. ner gal.: single bbl. lots. le. to 
83c. per gal.; boiled oil is 2c. extra per gal.: 
double boiled oil is 3c. extra. and oil in half 
bbl. lots is 5e. extra per gal 


Nails.—Little change of any moment 
has occurred recently in the local nail 
market, Prices are still being shaded 
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in many quarters, it is said, and the 
demand is, on the whole, rather light. 

Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $3.70 base, per keg. 

Cut nails, $4.25 to $4.45 base, per keg. 

Coated nails, $3 base, per keg. 

Wire nails, 1 lb. papers, are being quoted 
at 75 per cent. 

Wire nails, % lb. papers, 60, 10-10 per 
cent; wire brads, 1 lb. papers, 75 per cent; 
wire brads, % Ib. papers, 75 per cent; 
wire brads, % Ib. papers, 60, 10-10 per cent. 


Naval Stores.—Consumers seem to 
be following the policy of “watchful 
waiting” in the naval stores market 
of New York. Prices are changeable 
and fluctuate from day to day. 

Prices to retailers, f.o.b. New York: 

Spirits of turpentine, 62c. to 66c. 

Rosin, yard basis, 289 lb. to a bbl., B 
grade, $5; D and E grade, $5.05; F grade, 
$5.25; G grade, $5.35: H grade, $5.40; K 
grade, $5.60; M grade, $5.65; N grade, $5.80; 
and WW, $7.05. 

Rat and Mouse Traps.—lInterest for 
traps is very mild and stocks appear 
adequate with firm prices. 

Jobbers’ prices f.o.b. New York: 

“Out Sight” rat traps, $1.45 per doz.; 
‘Out Sight’’ mouse traps, 75c. per doz.; 
‘Victor’ mouse traps, 25c. per doz.; ‘‘Hold 
Fast”? mouse traps, 27c. per doz. 

Roller Skates.—According to local 
jobbers, dealers are showing but slight 
interest for roller skates. Prices are 
firm and stock adequate. 


Jcbbers’ quotations f.o.b. New York: 
Extension roller skates, steel foot plate 


and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 


Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 

Rope and Twine——An advance of 
half a cent a pound on rolls of coarse 
finished twine was made during the 
past week by some of the large in- 
terests, caused, it was said, by a short 
crop of fiber. The rope market is slug- 
gish, but twine generally is fairly 
active. 

Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, 16c. to 18%%c. 
per Ilb.; manila, No. 2 grade, 15c. per Ib.; 
manila, No. 3 hardware grade, 13c. per Ib. 
Sisal, No. 1 grade, 13c. per Ib.; sisal, No. 2 
grade, llc. per lb. -Bolt rope, 20c. to 22c. 
per lb. 

Lath yarn, 13c. to 15c. per Ib. 
ping twine, 18c. to 23c. per Ib. 
twine, No. 6, 15c. 


Jute wrap- 
India hemp 
to 17c. per Ib. 


Screws.—Stocks are reported ample 
and some local authorities consider the 
screw market somewhat weak, 

Jobbers’ quotations f.o.b. New York: 

Wocd Screws.—Flat head, bright, 77%4-15 
per cent; flat head, galvanized, 6214-15 per 
cent; round head, blued, 75-15 per cent: 
round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass, 724%4-20 per cent; round head, brass, 
nickeled, 65-20 per cent. 

Machine Screws.—Iron, flat and round, 
— per cent; brass, flat and round, 75 per 
cent, 






Shovels.—Although some early fu- 
tures on snow shovels and furnace 
scoops are being received daily, the 
general line is receiving only fair in- 
terest. Stocks are said to be in mod- 
erately good condition. 

Jobbers’ prices f.0.b, New York: 

Long handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5.50 per 
doz.; D handled, hollow back, furnace scoop, 
$5.75 per doz.; long handled, hollow back 
furnace scoop, $5.75 per doz.:; riveted back 
furnace scoop, long handled, $10.50 per doz.; 
D handled, $10.50 per doz. 

Sleds.—Prices are steady and an in- 
creasing demand is expected, jobbers 
say. 

Jobbers’ prices 

Flexible Flyer 


f.o.b 


sleds 


New 
No. 1, 


York: 


38 in. long, 12 
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in. wide, 6 in. high, $4.50 each; No. 2, 42 in, 
long, 13 in. wide, 6 in. high, $5 each: No. 3, 
47 in. long, 14 in. wide, 7% in. hieh, $6.56 
each; No. 4, 52 in. long, 14 in. wide. 7% in, 
high, $7 each. Junior Racer, 49 in. Jong, 12 


in. wide, 6% in. high, $5.50 each; Racer, 57 
in. long, 13 in. wide, 742 in. high, $6.75 each; 
No. 5, 63 in. long, 16 in. wide, 8 in. high, 
$9.50 each. No. 4, with one pair of foot 
rests, $7.75; No. 5, with two pair of foot 
rests, $11. Discount of 25 per cent from fac- 
tory, 33144 per cent from New York stock, 
Spring Balances.— Although there 
has been no great demand for spring 
balances as yet, jobbers seem confident 
that interest will increase shortly. 
Jobbers’ quotations f.o.b. New York: 
Sportsmen's spring balances, brass, nickel 
plated, capacity 15 lb. by % lIb., $4.75 per 
doz. 
Straight spring balances, brass front, to 


weigh 25 lb. by % Ib., $1.50 per «oz.; to 
weigh 50 lb. by 1 Ib., $3 per doz.; to weigh 


100 lb. by 1 Ib., $48 per doz.; to weigh 150 
lb. by 1 Ib., $69 per doz. 
Iron clad ice balances, iron case, japanned, 


brass nickel plated dial, to weigh 260 lb. by 
5 lb., $4.50 each net; to weigh 300 lb. by 5 
lb., $5.25 each net; to weigh 400 lb. by 5 Ib. 


$5.75 each net. 


Circular spring balance weighs 1) lb. by 
ounces, enameled dial, 6% in., nicke! plated 
rim, porcelain enameled pan, 101% in., $2.40 
each net. Circular spring balance weighs 
10 lb, by ounces, enameled dial, 6%» in., tin 
scoop, 7x 10 x 2% in., $3 each net. Circular 
spring balance weighs 40 lb. by 2 ounces, 


white enameled dial, 6% in., ga! 
scoop, 18x 14 x7 in., $5 each net. 
spring balance, brass front, 
by ounces, pan 11 in. 
each net. 

Strainers.—Interest is mildly active, 
prices firm and stocks ample. 

Jobbers'’ prices f.o.b. New York: 

Wood handle strainers, high grade, 30 
mesh, twilled cloth, marcon handle, 2% in., 
80c. per doz.; same, 2% in. handle, Sic 
doz.; 3% in. handle, $1.05 per doz.; 4 
handle, $1.25 per doz. Flat bottom strain- 
ers, 30 mesh, twilled cloth, maroon handle, 
2% in., 80c. per doz.; 2% in., 92c. per doz. 

Stove Pipes and Elbows.—Stocks are 
ample at firm prices. In suburban dis- 
tricts dealers are reported to be stock- 
ing in small quantities. 

Jobbers’ quotations f.o.b. New York: 

Stove pipe, black iron, No. 28 gage, 12 
lengths to the bundle, 4-in., $1.95: 4%-in., 
$2.20; 5-in., $2.45; 5%-in., $2.70; 6-in., $3 
each per doz. lengths. 

Elbows, black iron, No. 28 gage, 1 doz. to 


anized 
Cireular 
weighs 20 lb. 
in diameter, $3.25 


a bundle, 4-in., $1.90 per doz.; 4%-in., $2.05 
per doz.; 5-in., $2.20 per doz.; 5%-in., $2.40 


per doz.; 6-in., $2.75 per doz. 

Tree Holders.—There is slight inter- 
est being shown this class of goods. 
Jobbers report that they expect no fur- 
ther decline throughout the year. 

Cast iron tree stands, japanned striped 
with gold bronze, 2 in. opening, $10 per doz 


net; 3 in. opening. $16.75 per doz. net; 

“Gem” tree stand, $5.75 per doz. 
Toys. — Mechanical specialties and 

children’s vehicles are in demand at 


present. Seashore articles are also re- 
ceiving satisfactory interest. 
Window Glass.—Demand for 
through the past week has been rela- 
tively light. It is said that the next 
two months will show a material in- 
crease in orders for window glass be- 
cause of the amount of building that 
is under way, but that thereafter until 
early spring the demand will be light. 
Prices to retailers, f.o.b. New York 


glass 


B single window glass, 82 per cent dis- 
count. 
B double glass, 85 


per cent discount 
A double and single glass, 82 per cent 

All of these discounts are from the st 
ard prevailing list price. 

Wire Cloth—Some of the local job- 
bers announced the following new 
prices on galvanized square mesh wire 
cloth during the past week. The de- 
mand is mild and stocks fair. 

Jobbers’ prices f.o.b. New York: 

Galvanized square mesh wire cioth, V2 Ie, 


$5 per 100 sq. ft.; 26 in., $5.25 per 100 sq. 
ft.; Va in., $5.50 per 100 sq. ft. 


ind- 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Aug. 24. 


| pala te of business better- 
ment continue to multiply. 

The Wisconsin steel mills in South 
Chicago has sent out notices to about 
1000 employees directing them to re- 
turn to work. Other industries, such 
as men’s clothing and the automotive 
fields, report an increase in employ- 
ment. Indications are that September 
will see much less unemployment, now 
that business seems to have started to 
mend. 

This week promises to see a decision 
ir the building trades strike tie-up, but 
ji means little, practically, as most of 
the men who want to work have gone 
back to their jobs, but a lower scale 
may mean some encouragement to new 
enterprises, although the season is so 
far advanced that not much new build- 
ing is looked for in builders’ hardware 
circles. 

Prices in general seem to be more 
stable than at any other time since the 
start of summer. In fact, some statis- 
ties indicate that there have been no 
reductions, on the average, in the last 
month and that it would not be at all 
surprising to see a slight upturn in 
commodity quotations. 

Hardware men are starting to show 
real live interest in fall goods, with 
the result that sales have been mate- 
rially augmented in a number of items. 
This interest will naturally increase 
and there should be bood gusiness with- 
in four weeks from now. Consumer 
demand will soon be felt and this will 
have a very stimulating effect. 

Travelers are reporting an increase 
in business and more interest in their 
lines. 

Collections are in quite a healthy 
state. 

Money seems eto be easier and the 
crop reports are surely of a most satis- 
factory nature. Good crops are prob- 
ably the biggest single factor in creat- 
ing prosperity and there is certainly 
no cause for complant on that score. 

Automobile Accessories.—Business is 
lean if you compare it with peak de- 
mands of a year and two years ago, 
but not at all bad if it is considered 
in the light of the pre-war normal. 
Puying is more cautious and on a more 
limited scale, but the sales totals are 
quite good. Tires and tubes continue 
to move in good volume. There is little 


tendency toward price softening. 

We quote from jobbers’ stocks, f.0.b. 
“hicago: Reliable jacks, No. 46, $3 each, $34 
doz.; De Luxe long handled jacks, $8.50 
each: No. 1 standard jacks, $3.25 each; 
twin-cylinder foot pumps, $1.25 each; Sim- 
plex jacks, $2.10 each: Stewart hand horns, 
% each: Howe spotlights, $4 each; Weed 
chains. 30 x 3%, $5 per pair, with 25 per 
ent off in lots of one dozen pairs and 334% 
per cent off in lots of more than 1 doz. 
pairs; Rid-O-Skid chains, $2 to $2.65 per 
pair; inner tubes, red, 30 x 3%, $2.50 each; 
etay tubes. 30 x 314, $2.05 each; Lyon 
bumpers, $10.25 each; Bethlehem spark 
plugs in lots of 100 special type, 43c. each: 
licea type Bethlehem, 74c. each; standard 
porcelain Bethlehem plugs, 55c. each; Her- 
cul Giant plugs, 55c. to 60c. each: 
Hercules Junior plugs, 27c. to 35¢. each: 


and Lock Link chains, 50% 
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HelFi standard plugs, 45c. to each; 
HelFi tractor plugs, 83c. to 97c. each; A, C. 
Titan plugs, 58c. each; A. C. Cico plugs, 
48c. each; Splitdorf plugs, 70c. to 78c. each; 
United Junior plugs, 40c. each; Champion 
X plugs, 50c. each; Champion O plugs, 50c. 
each; Champion heavy duty plugs, 7c. 
each. 

Axes.—Sales are quite satisfactory 
at prices which are not changed. 


We quote from 
Chicago: Unhandled 


52e. 


jobbers’ stocks, f.o.b. 
axes, 3 lb. to 4 Ib., 
$14.50 base; good quality black unhandled 
axes, same weight, $13.50 base; handled 
axes, $3 to $7 extra according to grade. 

Agricultural Tool Handles.—Prices 
continue on the same basis and the 
volume of business is good. 


We quote from jobbers’ 
Chicago: Agricultural tool handles, 2 
plain, $3.50; X bent, $3.90; XX bent, $5. 
4% bent hayfork strap and ferrule, $7; 
—- fork handle strap and ferrule, 

Builders’ Hardware.—Prices are now 
25 per cent to 33 1/3 per cent below 
the peak and it is impossible to see 
anything which would indicate any 
further reductions this season. Some 
manufacturers say present prices are 
too low when costs are considered. De- 
mand is not brisk, but there is a fair 
amount of goods moving for repair 
work, and, of course, there is some 
building going on in all centers. Little 
increase in demand is looked for this 
season. 

Cotton Gloves.—With the approach 
of the husking season sales show great 
activity. Prices are regarded as low 
as they will be this season. 

We quote frcem jobbers’ stocks 
Chicago: 6-oz. knit wrist gloves, $1 
8-oz., $1.20; 10-0z., $1.45 per doz. 

Chains.—Nominal! demand is reported 
at prices which are not changed. 

We quote from jobbers’ stocks, 
Chicago: Proof coil chain, 1 in. base, 
per 100 lb.; American Weldless and 
off list. 

Cutlery.—Interest in cutlery items is 
ood and should show gains for several 
weeks to come. No heavy stocks are 
being carried and the dealer is sure to 
need goods to take care of the fall and 
holiday demands. Prices seem to be as 
low as they will be for months to come 
and jobbers say there is no good reason 
for failing to order now. There con- 
tinues to be a good sale of all sorts of 
razors. Silverware is more active and 
will move well for Thanksgiving and 
Christmas. demands. Prices, indi- 
cated, are holding up well. 

Cooking Utensils.—Some of the man- 
ufacturers of various kinds of cooking 
utensils have made reductions of 10 per 
cent to 15 per cent during the past few 
weeks and special sale prices are being 
offered quite freely. Merchants can 
now put on a cut price sale of cooking 
utensils to good advantage. 

Eaves Trough and Conductor Pipe.- 
The leading jobber reports sales of 
this material have been really very 
satisfactory. If there has been less 
building activity the demand for repair 
work has been good. Sales records 
compare favorably with those of normal 
times. 

We 
Chicago 


stocks, 


f.o.b. 
doz.; 


f.o.b. 
$8.50 
Tenso 


as 


f.o.b 
trough, 


stocks, 


eaves 


quote from 


jobbers’ 
29-gage j 


lap joint 


$4.75 per 100 ft.: 29-gage 3-in. corrugated 
conductor Pipe, $4.80 per 100 ft.; 3-in. cor- 
rugated conductor elbows, $1.55 per doz. 

Files—Standard brands have been 
reduced in price, effective at once, and 
the new quotations are looked to as a 
means of increasing business. 

We quote 
Chicago: 
American files, 
50-10-10% off 
50-10% off list. 

Flint Paper and Cloth—Sales by 
the biggest Chicago jobber are about 
up to the pre-war normal and demand 
is very good. Painting and repairing 
demands have been brisk. 

We 


Chicago 


from 


f.o.b. 
Nicholson 


off; 
files, 
files, 


stocks, 
50-10-10% 

Disston 
Diamond 


jobbers’ 
files, 
6624% off; 
list: Glack 


f.o.b 
No. 0. 
cloth, 


quote from 
First quality 
$4.50 per ream; first 
No. 0, $27 per ream. 

Fencing.—Quite good sales are re- 
ported in fencing, fall demands start- 
ing to show themselves. No change in 
prices. 

We quote 


jobbers’ 
flint 
quality 


stocks, 
paper, 
emery 


ks, f.o.b 
ice, 36 in 
space, 36 in., 
fencing, 26 in., 
filling, $26.50 


from jobbers’ sto 
Chicago: Lawn fence, single sp 
$9.12; 42 in., $10.26; double 
$12.54; 42 in., $13.78: field 
No. 10 top and bottom, 12 
26 in., No. 10 top and bottom, 6 filling 
$33.88; 32 in., No. 10 top and bottom, 12 
filling, $30.34; 32 in., No. 10 top and bottom, 
6 filling, $39.43. 

Galvanized Ware.—Nov. 1 dating on 
stock orders of galvanized ware is now 
offered and this concession seems to be 
meeting the situation. Business is on 
the gain. Shortage seems to be grow- 
ing more pronounced and jobbers are 
advising their customers to get under 
cover on the stocks they will need for 
fall and winter selling. 

Glass.—Sales are slow, but there is 
some demand for common glass at all 
times. Prices show no break. 

We quote from jobbers’ 
Chicago: Single strength A. 
per cent off: singe strength B, all sizes, 81 
per cent off; double strength A, all sizes. 
83 per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-Ib. kits, $4.75 
commercial putty, $4.10: glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75c. 

Hatchets.—The demand is little bet- 
ter than normal and prices are holding 
without change. 

We 
Chicago 
ets, $19 


stocks, f.o.b 
all sizes, 81 


quote from jobbers’ stocks. f.o.b 
Size 2 extra quality broad hatch- 
per doz.; competitive grade, $13 
per doz. and warranted  shingling 
hatchets, size 2, per doz.: Competi- 
tive forged hatchets 9.75 per doz 

Hammers.—Quite good business is 
seen in the higher-priced numbers, 
while the demand for less costly grades 
is rather brisk. Prices are unmoved. 

We quote stocks. 
Chicago: No. quality nail 
mers, $13.50 per doz.: Competitive 
nail hammers, $7.50 to $10 per doz.; 
steel hammers, $4 per doz 

Hickory Handles.—Business is at a 
very fair ebb. Prices show no variation 
this week. 

We 


from jobbers’ 
11% first 


jobbers’ stocks. f.o.b 
axe handies, $4 
selection second 
handles, $6 doz 

kory. $5 
handles 


hatchet 


quote from 

Chicago No. 1. hickory 
doz No. 2, $2.50: finest 
growth white hickory axe 
special white second growth hii 
doz No. 1 hatchet and hammer 
gn doz.; second growth hickory 
and hammer handles, $1.40 per doz 


Hose.—Demand for future delivery is 
on the upgrade. Present-day sales are 
not very lively. New prices were re- 
cently announced to apply to futures. 

jobbers’ 


We quote from ; stocks, f.o.b 
Chicago: & in. molded reel 


hose good 





80 


quality, 13%c. ft.; % in. 3 ply, good quality 
duck hose, 13\%c. ft.; % in. 4 ply, good 
quality duck hose, 16c. ft.; % in 5 ply mul- 
tiple hose, 10%4c. 

Lanterns.—As the season nears there 
is more interest in lanterns. Manu- 
facturers say there will be no price 
change this year. 

We quote from jobbers’ stocks, 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold balst lan- 
terns, $14.50 per doz.; with large founts, $16 
per doz.; best tubular lanterns, $9.50 per 
doz.; Competition lanterns, No. 9 tubular, 
$7.80 per doz. 

Ice Skates.—A good deal of business 
has already been booked and orders are 
still coming in very nicely. Material 
reductions in prices have been made. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Men's and boys’ key clamp rocker, 
best steel runners, bright finish, 91c. per 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey, polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair. 

Nuts and Bolts.—Quite good activity 
is noted in this item. Sales are of a 
steady character. 

We 
Chicago: 
cent off 
eent off; 
list; small 


f.o.b. 


f.o.b. 
per 
per 
off 
list; 


quote from 
Large 


list; small 


jobbers’ stocks, 
carriage bolts, 50-10 
carriage bolts, 60 
large machine bolts, 50-10-5 
sizes, 60-5 per cent off 
stove bolts, all sizes, 70-5 per cent off. 

Nails —Demand is not heavy and 
still the sales total on nails is quite 
large. Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.50 per keg 
base. 

Roller Skates.—New prices for fall 
are expected at any time. In the mean- 
time sales are of a fairly good charac- 
ter. It is not expected that the antici 
pated price reduction will be a very 
large one. 

We jobbers’ stocks, f.o.b. 


quote from 


Office of HARDWARE AGE, 
410 Unity Building, 

Aug. 27, 1921. 
conditions in the hard- 

ware market are little changed. 
Revisions in prices since last reports 
have been remarkably few. The vol- 
ume of business flowing in from retail 
houses, according to the jobbing trade, 
just about holds its own. Sentiment 
continues to improve, however, and 
both wholesaler and retailer are con- 
fident as regard the future. The peak 
in the vacation season has been reached 
and from now on there should be a 
steady flow of people back to homes. 
Children soon will be back at school 
and the home owner on the job fixing 
things up for the winter. The hard- 
ware trade therefore assumes business 
will pick up from now on. 

The character of buying by the retail 
trade has not changed. That is, the 
tendency still is to buy in a hand-to- 
mouth way, getting along with what it 
has the best it can until that time ar- 
rives when the individual dealer makes 
up his mind that prices have reached 
bottom. Opinion as to prices continues 
mixed, but there is no question but 
what considerably more of the retail 


Boston, 


( YENERAL 
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Chicago: Boys’ ball-bearing roller skates, 
$2.25 pair; girls’ ball-bearing roller skates, 
$2.45 pair. 
Paints and Oils.—Pure linseed oil raw, in 
bbl. lots, 83c. gal.; one bbl. lots, 85c. 
boiled linseed oil in 5 bbl. lots, 87c. 
bbl. lots, 85c. gal.; denatured 
alcohol in bbl., 45c. gal.; spirits of 
turpentine in_ bbl, Jic. gal.; white lead 
in 100 Ib. kegs® 12%c. per Ib.; dry 
paste in bbl., 7c. per lb.; pure white shellac, 
4 lb. goods, in gallon cans, $3 gal.; pure 
orange shellac, 4 lb. goods, in gallon cans, 
$2.75 gal.; English Venetian red, $3.75 to 
$8.25 per 100 Ib. 
Rope.—Demand is quiet 
There is no change in price. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 15%c. to 16%c. lb. base; 
No. 2 manila rope, 14%c. to 15%c. per Ib. 
base. Highest quality sisal rope, standard 
brands, 12%c. to 144%c. per lb. base; No. 2 
sisal rope, standard brands, llc. to 12%c. 
per lb. base. 


Shovels and Spades.—Reductions on 
shovels, spades and scoops have been 
announced by the manufacturers and 
the jobbers had anticipated the decline. 
The makers say that with the present 
prices of steel. freight and other ele- 
ments of cost, no greater let-down in 
price can be looked for at this time. 
The trade seems inclined to accept pres- 
ent prices and orders are coming in 
freely. 

Sporting Goods.—Now is the season 
te buy fall sporting goods, as prices are 
being made attractive. Demand for 
golf goods has not fallen off much and 
there is good interest in fishing tackl2 
and in football goods. 

Stove Boards.—F all demands are here 
and have an improving effect on sales. 
No price change. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square stove 
boards, 26 in., $14.45; 28 in., $16.95; 30 in., 
$19 doz.; Crystal paper lined square boards, 
26 in., $8.15; 28 in., $9.10; 30 in., $10.80 doz. 


Sash Cord.—Some manufacturers are 


BOSTON 


hardware trade believe values on many 
things are about as low as they will 
be this year than there were a month 
or two back. Some of the largest re- 
tail dealers point out the fact that a 
turn has come in pig/iron prices and 
that steel and iron prices have stopped 
declining, as an indication that manu- 
facturers of at least certain kinds of 
hardware have discounted things about 
as much as they can, unless they in- 
tend to further revise labor’s wages. 
They point out that the question of 
labor is the all important thing just 
now in determining prices for manu- 
factured merchandise. Railroad freights 
are just as high as they have been with 
little prospect of coming down. this 
year at least. Coal, steel and quite a 
few other things entering into the cost 
of manufacture have been drastically 
liquidated by producers. Rents have 
not come down noticeably, however; 
street railway fares are not lower; food 
is perhaps cheaper in some sections of 
the country, but it is still relatively 
high; shoes and clothing are lower but 
not very much so; the retail price of 
coal holds up high; in fact, costs just 
about as much to live as it did last 
year. How then, say these retail deal- 


for rope. 
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talking of higher prices and in some 
cases mills are asking more than they 
did ten days ago. No change is re. 
corded in jobbers’ prices. 

We quote from jebbers’ stocks, 
Chicago: Standard grades No. 7 
$7.50 doz. hanks. Standard grade, 
$8.65 per doz. hanks. 

Screws.—Business is better in screws 
than it was a month ago, but is stil] 
below normal volume. 


We quote from jobbers’ stocks, 
Chicago: Flat head bright screws 
per cent off list; round head blued, 75-29 
per cent off list; flat head brass, 


244-20 
per cent off; round head brass, 7(-20 per 


cent off; japanned, 70-20 per cent off. 

Tools—Sales are slightly better, 
Prices, generally, are holding up well. 

Wheelbarrows.—Sales continue fair 
on all except the heavier types and the 
more expensive numbers. 

We quote from 
Chicago: Common wood tray 
each; common steel tray barrows, 
each; steel lag garden barrows, $5 

Wringers.—Last week’s reduction of 
from $4 to $14 per dozen had some 
beneficial effect on business, but sales 
are not up to the usual mark. 

Washing Machines.—Reports from 
manufacturers indicate a good demand 
for washing machines and they think 
the retailer who makes the effort will 
enjoy good fall business. Prices seem 
to give way little. 

Wire Goods.—There is steady de- 
mand for the essentials in wire goods 
and prices show firmness. 

We quote from jobbers’ 
Chicago: No. 2 black annealed wire, 
per 100 galvanized barbed wire, $4.15 
per 100 lIb.; 12-mesh black painted wire 
cloth, $2.50 per 100 sq. ft.; poultry netting, 
40-10 per cent off; galvanized after weav- 
ing, 40 per cent off; catch weight spool gal- 
vanized cattle wire, $4.15 per 100 Ib.; 80 rd. 
spool galvanized hog wire, $3.60 per spool; 
No. 8 galvanized plain wire, $3.75 per 100]b. 


f.o.b. 
cord, 
No, 8 


Sasn 


, 


stocks f.o.b 

barrows, $3 
S, $4.50 
i5 each. 


jobbers’ 


f.o.b. 


$3.25 


stocks, 


ers, can the public expect manufactur- 
ers to go on cutting wages until they 
reach a point where a man and his fam- 
ily cannot purchase the necessities of 
life, even on the most economic basis. 
Such reasoning shows that certain 
hardware interests, at least, are begin- 
ning to think prices are on _ bottom. 
They add that certain classes of labor 
are still receiving very high wages and 
must accept reductions, but the num- 
ber so involved is comparatively small. 

The retail dealer, large or small, is 
still in the market for bargains; for 
something he can put out as a leader 
to get people into his store. Jobbers 
are trying to do their part by offering 
job lots of merchandise for this very 
purpose, but such supplies are not as 
plentiful as they were a month or two 
ago. Retail dealers in many instances 
are giving more attention to window 
displays and in some cases are planning 
to advertise, circularize and in other 
ways get their stock before people in 
their town. In other words, they are 
on their toes, which is in many ways 
the most encouraging feature of the 
New England hardware market to-day. 

Automobile Accessories. — Interest 
still centers in lenses, due to the big 
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sale of same, the result of state regu- 
lation. For that reason it is difficult to 
get the retail dealer or his customer to 
talk about anything else. Quite a few 
garage interests say their repair busi- 
ness has fallen off noticeably the past 
month or so. They think this is due 
in a large measure to the fact that 
people who own cars are doing more 
work on the cars themselves. If such 
is the case, the retail hardware dealer 
should get the benefit of this business, 
provided he goes after it. All previous 
pleasure car registration records in 
New England have been broken this 
year, another reason why the retail 
hardware dealer should give more at- 
tention and effort to his automobile 
accessories department. Local jobbers 
report good sales of truck lamps, but 
aside from this and lenses business is 
quiet. The market on radiator hose is 
10 per cent lower. 

Axes.—While the demand is a long 
way from being brisk, it is sufficiently 
better than it was to give jobbers con- 
siderable encouragement. Much of the 
business coming forward suggests buy- 
ing for future rather than immediate 
requirements, another encouraging fea- 
ture. Most of the orders placed re- 
cently have come from retail dealers 
located in country towns, where people 
depend largely on wood for winter fuel. 


We quote from jobbers’ stocks: Single 
bit axes, standard, $15 per dozen base; 
louble bit axes, $19 per dozen base, with- 
out handles. 


Batteries and Bulbs.—Of interest to 
the retail hardware trade is the an- 
nouncement by the American Eveready 
Co. of a change in its discount and its 
unit package. Heretofore the unit 
package contained five or ten cases and 
the retail dealer had to purchase ten 
unit packages to secure the extreme 
discount. To-day the unit package is 
one to four and the dealer is only 
obliged to buy six unit packages to 
secure the extreme discount. The ex- 
treme discount heretofore was 40 to 
10 per cent, whereas to-day it is 45 
per cent. The demand for batteries, 
bulbs and cases continues to hold up 
remarkably well and is pretty well 
spread out over New England. It is 
stated that one good source of business 
for the retail dealer is the owner of an 
automobile. If a man is out on the 
road with his machine at night and 
something goes wrong with the engine 
a flashlight is a mighty handy thing 
to have on hand. It also is a handy 
thing for the fellow owning a car not 
equipped with an inside lighting system 
to have when women and children are 
getting in and out of the machine, for 
with a flashlight he can illuminate the 
passage into the car. 

We quote from jobbers’ stocks: 

Batterie- y mokes, standard tu- 
bular 3-cell batteries, 50c. list; standard 
2-cell, 35e. list: baby batteries, 30c. dis- 
‘ounts: Less than unit vackages, one-third 
off list; unit packages, 40 per cent off 

10 or more packages, 40 and 10 pet 
it off list. Unit cells, No. 935, 15c. each 
950, 17e. Boxes of 0 units, 40 per cent 
list Five or more boxes, 40 and 10 
cent off list. 

Bulbs.—In less than wnit lots. let in 
unit lots, 30 per cent off list; 100 bulbs as- 
sorted, 40 per cent off list. 

Svotlights.._vereadv No 
complete, $4 list: No. 2672, 


2674, nickel 
fiber, complete. 
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$3.75 list. Special bulbs for 
svc. Three unit cells, No. 
No. 935, 15¢. each. 

Bolts and Nuts.—Stove bolts have 
been cut 10 per cent. No other changes 
in prices are announced by the bolt and 
nut makers. Jobbers, on the other 
hand, in certain instances are carrying 
large stocks and naturally are anxious 
to liquidate same as quickly as possible. 

We Machine 
bolts {-in., smaller 
ind per cent dis- 
count; 19 and 5 per 
‘ent discount; with C T D nuts, 50 per cent 
liscount; tap bolts, 10 per cent discount; 
ommon carriage bolts, small, 50 and 10 
per cent discount; large. 50 and 5 per cent 
discount; stove bolts, 75 and 10 per cent 
discount; bolt ends, 50, 10 and 5 per cent 
discount: tire bolts, 60 per cent discount 

Nuts. H P square. blanks, $2.50 per 100 
lb.; tapped, $2.25; C P C and T square, 
piank, $2.50; tapped id semi-finished 
hexagon nuts 9/16-in. and smaller, 75 per 
cent discount: '°~¢er, 70 per cent discount; 
finished case hardened nuts, 60 and 10 per 

ta , hne s*rews. nuts. iron, 
screws, 5 per 


No 
lic. 


Same, 


1162, 


each; 


quote from stocks 
with H P nuts, % x 
shorter cut threads, 60 


larger and longer, 50 


jobbers’ 


machine nuts, brass, 25 


iscount 

Coaster Wagons.—Contrary to pre- 
dictions made earlier in the year by 
most people interested, the market is 
weaker on coaster wagons. Leading 
manufacturers are out with new list 
prices which show an average drop of 
7 per cent and local jobbing quota- 
tions have undergone a corresponding 
change. Manufacturers’ discounts re- 
main as heretofore. The change in 
prices comes at a time when it was evi- 
dent a flurry for the better had come in 
business. Heretofore retail dealers 
showed little if any interest in this 
class of merchandise, but within the 
past week quite a number of them have 
sent in orders for small quantities. 

Cutlery.—In a broad way there ap- 
pears to be slightly more doing in the 
cutlery market. In justice it should be 
said, however, that business is far 
from brisk. More and more interest is 
being shown in stainless cutlery, espe- 
cially kitchen sets and carving sets, as 
is attested by orders received by job- 
bers. Ordinary lots of kitchen sets 
also are moving better. The pocket 
knife situation appears to be looking 
up also. Certain it is that retail and 
jobbing houses are showing less and 
interest in offerings of pocket 
knives from the other side of the water 
owing to the poor quality of workman- 
ship of same. Safety razors continue 
to move well, although perhaps not as 
much so as they did a short time back. 
The six new patterns brought out by 
the Gem interests, costing the retail 
dealer $8.40 a dozen in dozen lots and 
retailing at $1, are enjoying a good 
sale. 

Files.—The recent reduction in manu- 
facturers’ prices on files so far has 
failed to stimulate business, but job- 
bers attribute this fact to the news not 
having reached the retail trade in gen- 
eral. It is believed here that retail 
stocks in a large number of instances 
are unusually small. Lower prices on 
rasps, on the other hand, have resulted 
in slightly larger sales. 


We quote from jobbers’ stocks: 

Files.—Nicholson and Black Diamond, 50 
plus 10 per cent discount: Great Westert 
\reade Kearney & and Americar 
65 and 5 per cent discount: X F, 12% per 
cent discount 

Rasps.—Heller, 75 


list 


less 


Foote 


per cent discount 


$1 


, SU per « t iscount 


cent 


Superior, et« Stokes, 


. and 10 per n ‘ 

Firearms. — R. F. Sedgley, Inc., 
Philadelphia, announce a reduction of 
75e. each in prices on baby hammerless 
revolvers, and local jobbers have re- 
duced prices accordingly. Shotguns and 
rifles are in demand. 


discount 


Iron and Steel.—General market con- 
ditions show very little change. The 
consumption of iron and steel is im- 
proving, but very slowly, consequently 
the increase in movement out of stock 
from week to week is inclined to be 
overlooked by jobbers. In possibly two 
instances local stocks are large. Other- 
wise stcoks are no more than and in 
some cases below normal and jobbers 
are pushing mills for deliveries. Prices 
remain unchanged. General opinion 
appears to be that they have reached 
bottom, consequently the trade is in- 
clined to look for a still further in- 
crease in week to week consumption 
from now on. 

We quote from jobbers ets 

lron.—Refined, $2.83 per 100 
and 5/16 in. round and square 
refined iron, $4.75; Wayne iri 
iron rounds, to 2%- 
all other sizes, base. 

teel.—Soft steel bars, 

100 lb. base; flat, $3.83 to 
crete bars, plain, $2.81! to $ 
$2.50; angles, channels and 
to $2.93; tire steel, $4.2 t 
hearth spring steel, $5.25 
steel, $11.50; steel bands, 
steel hoops. $4.18: cold rolled steel 
$4.65: toe calk steel, $5.2 

Quantity differentials, lots under 
of a size, 35c. per 100 Ib.; lots of 
to 1999 Ib. of a size, l4e. 


per 


$2.83: twisted 


beams, $2.8142 
o $4.70; open- 
crucible spring 
$3.461 to $5.93 
$4.15 to 
1000 It 


1000 Ib. 


Jack Screws.—The market on jack 
screws is all of 20 per cent lower, fol- 
lowing a revision in producers’ quota- 
tions. 

Nails.—Jobbing houses, for the first 
time in several months, are getting in 
sizable stocks of wire and cut nails, 
consequently the market is better sup- 
plied with various sizes that have been 
short. Consumption of nails appears 
to be on the mend, the demand from 
retail sources and from large consu- 
mers showing up much better than it 
has before in a long time. Wire nails, 
generally speaking, are quoted in a 
jobbing way at $3.85 per keg base, but 
at least one interest is offering 
mestic product to the large retail trade 
at $3.65. 

We quote 
nails, per keg 
f.o.b. Boston 


Tremont 


totore 


do- 


from iobbers st¢ 


from the gtore ¢ 
cut nails, $4.50 per 
schedule of extras sam: 


Oil Stoves.—Local market quotations 
on leading makes of oil have 
been reduced at least 10 per cent and 
in some instances even more. Those 
firms who have reduced 
cent are simply following 
issued by the manufacturers. Those 
that have made larger reductions did 
so because they carried over a heavy 
stock from last season. 

Rope.—While it is nothing, as one 
jobber puts it, “to get excited about,” 
there is an improvement in the volume 
f rope moving. 

We quote 


rope, 18¢ 


base 
Shovels.—Jobbing quotations on the 
Ames line of shovels have been reduced 


stoves 


prices per 


iad 
lists 


new 


from jobber stock Mat 


per Ib. “Sisa per 
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$2 to $3 per dozen, and those on wooden 
snow shovels have been revised for the 
fall trade. Quotations on the latter 
appear to take a wide range. 

Skates—The market for ice skates 
is moving along in a satisfactory man- 
ner, all things considered. Those re- 
tail dealers, who carried over light 
stocks last season, are placing some 
fairly good orders. Those less fortu- 
nate naturally are doing little order- 
ing. The impression is gaining ground 
that the coming season will be a good 
one for the ice skate business. 


We quote from jobbers’ stocks: 

Boys’ cast steel, bright, %5c. per pair; 
nickel plated, $1.25; nickel plated, hardened, 
$1.60: chrome, nickel plated. $2.10. Girls’, 
bright, $1.25 per pair; nickel plated, $1.60; 
nickel p'ated, hardened, $1.°0; chrome, 
nickel plated, $2.40. 

Boys’ hockey, cast steel, nickel plated, 


$1.25 per pair; hardened, $1.65: chrome, 


$2.10 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Aug. 29. 


TP to this time there has been a 

) strong feeling on the part of con- 
sumers of iron and steel products that 
each successive decline announced by 
the leading steel companies was sim- 
ply paving the way for further declines, 
but the latest cuts in prices just given 
out by the Steel Corporation are likely 
to be accepted by the trade as being 
about the final cuts, and while they 
may be slightly shaded by some makers, 
they are likely to be strongly observed 
by the mills in general. The reductions 
in prices announced by the Steel Cor- 
poration made public prices on differ- 
ent forms of steel that have been quiet- 
ly made by at least some of the inde- 
pendents for some time. 

Prices on black, blue annealed and 
galvanized sheets have been cut a 
straight $5 per ton. In announcing 
these reductions in prices, Judge Gary, 
chairman of the Steel Corporation, 
made the following official announce- 
ment: 

“When the subsidiaries of the Steel 
Corporation ascertain to a certainty 
that large and important independ- 
ents, so called, are selling at prices 
materially lower than those which 
have been heretofore announced, our 
subsidiaries meet the new prices. They 
do not precipitate or lead in establish- 
ing lower prices, for they are aware 
that the prices which have prevailed 
for some time are lower than the 
actual cost of production by most, if not 
all, of the producers.” 

As yet nothing has been done by the 
Steel Corporation in the way of fur- 
ther reducing prices on semi-finished 
steel in the shape of billets, slabs and 
sheet bars, or in finished steel prod- 
ucts such as plates, shapes, steel bars 
and pipe and wire products. Hereto- 
fore when the Steel Corporation an- 
nounced reductions they applied on 
sheets and tin plate, also on plates, 
shapes and steel bars, this followed 
later by reduction in prices on steel 
pipe, tubes and also on wire products. 
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Boot skates (to screw on), cast steel, 
nickel plated. 95c. per pair; hardened, $1.50; 
chrome, $2.10. / 

Sled skates, bright, 60c. per pair. 

Skating outfits, men’s or women's, $5 to 
$7.50 per outfit. 

Vises.—Two of the leading makers 
of vises are out with new discount 
sheets, showing a _ reduction, which 
from the jobbing standpoint, represents 
a drop from 25 to 33 1/3 per cent. 

Window Netting.—Local quotations 
on cellar window netting have been cut 
4c. The demand for this product is 
normal and as local stocks are in fairly 
good condition good deliveries are being 
made by the jobbers. 

We quote from jobbers’ stocks: Cellar 
window netting. galvanized hardware 
gradé, three-mesh, 5c. base. 

Wrenches.—New prices are out on 
Hexall ratchet, socket and _ clutch 


PITTSBURGH 


At this writing it is not known whether 
the Steel Corporation will announce 
cuts in prices on the items named above, 
but as some of the mills have been 


Sa UAUNAIEAAMA AUT UEAATUAHT Nidhi 


_ THE CRUCIAL MOMENT 


Close inspection of the = 
markets mean much to the = 
wide awake dealer at this — 
particular time. Changes 
and indications will guide 
you in your buying. 
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steadily cutting prices on these prod- 
ucts, it is not unlikely the Steel Cor- 
poration will also announce lower prices 
on these steel products to put ‘their 
present prices in line with those being 
quoted by at least some of the steel 
companies. 

This reduction in prices by the Steel 
Corporation follows the announcement 
of a reduction in labor also made by 
the Steel Corporation the other day, 
by which common labor will be reduced 
from 37c. to 30c. per hour, and there 
will also be a readjustment to a lower 
basis of skilled labor in the mills. 
Whether salaries will also be reduced 
has not yet been given out, but it is 
expected they will. By many in the 
trade these reductions are regarded as 
largely final, and one of the large inde- 
pendent steel companies has notified its 
customers that it believes the market 
has touched bottom, and that probably 
September sales may be at higher 
levels. This company points out that 
prices on pig iron have already advanced 
to some extent, and that it is more than 
likely to be followed by a slight ad- 
vance in prices on finished steel prod- 
ucts, provided the expected increase in 
demand is realized. There is no doubt 
that with basis of costs of manufacture, 
also high railroad freight rates, prices 
on steel to-day are lower than they 
were in 1914, and it is doubtful if any 
of the leading steel companies, and this 
may include the Steel Corporation, are 
able to realize a_ profit on present 
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wrenches, which show a slight redue- 
tion. The demand for socket wrenches 
and the like is fairly good from auto- 
mobile sources, but that for other kinds 
is slow, consequently little impression 
is made on local stocks, which are in 
most cases large. 

Wringers.—Leading makes of wring- 
ers are somewhat lower, reductions 
varying somewhat on the different 
makes and styles. The demand for this 
class of merchandise is only moderately 
good in New England, but is reported 
as practically normal elsewhere. For 
that reason it is believed the manufac- 
turers have given the hardware trade 
he benefit of lower production costs. 


We quote from jobbers’ stocks: Wringers, 
Crescent, “o. 3° $4” 5) rer dozen; Univer- 
sal, No. 341, $60; No. 350, $49; No. 361, 
$64: No. 380, 58; No. 380E, $55; No. 381K, 
$95.50: No. 350K, $88. 





prices. The recent quarterly and half- 
yearly statements of nearly all the steel 
companies show clearly that they have 
been selling products at a loss, and 
while it is true that operating costs 
have been reduced by reductions in 
labor, and also in raw materials, yet 
there has been no reduction in freight 
rates, and present costs of manufac- 
ture are undoubtedly high when com- 
pared with selling prices. When con- 
sumers get the idea that prices have 
touched bottom there is bound to be 
a material betterment in demand. For 
months consumers and jobbers have 
been buying in very small lots, just to 
cover actual needs, and stocks of many 
lines of the staple steel products are 
very largely depleted. These stocks 
will have to be renewed, and in addition 
the consuming demand is getting larger, 
so that orders going into the steel mills 
are likely to show a material increase 
in the last three or four months of the 
year over the volume of business that 
has so far been placed, which has been 
very light. It seems it is now up to 
the railroads to bring about, as quick- 
ly as possible, a readjustment to nor- 
mal conditions by making a material 
reduction in freights, which should be 
at least 20 per cent, or better if it is 
made 25 per cent. Already there has 
been a cut of at least 20 per cent on 
freight rates on iron and steel for ex- 
port, and this is construed to mean that 
the railroads realize fully present con- 
ditions and just as soon as they can 
will make a similar cut in freight rates 
on iron and steel for domestic use. 
The general betterment in iron and steel 
noted in our report for several weeks 
is still maintained, there being more or- 
ders coming to the mills, and while they 
are small in volume they aggregate 
more tonnage than has been placed for 
some months past. 

Local jobbers and retailers report 
the volume in business in hardware in 
August shows an increase over July, 
and September is fully expected to show 
a still further increase. Already there 
is a good deal of inquiry for season 
goods for next year, and in order to 
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stimulate the placing of business for 
early spring delivery some manufac- 
turers of hardware goods have an- 
nounced prices for next spring deliv- 
ery, with a range from 10 per cent to 
25 per cent less than this year’s prices. 
On some leading lines prices for next 
year have not yet been announced, this 
including lawn mowers, refrigerators, 
ice cream freezers and some other prod- 
ucts. Men on the road report to their 
houses that they are finding more op- 
timism among the trade than existed at 
any time this year and are looking for- 
ward to a good volume of business over 
the last four months of the year. The 
crops will soon begin to move and when 
these are out of the way and the 
farmers have received the money from 
them they will use it in paying their 
obligations to the banks and also in 
paying for farm equipment of various 
kinds. We can state right now that 
there is more optimism and a general 
better feeling in steel and hardware 
trades regarding the outlook than there 
has been for some months. 

Air Rifles —The Daisy Mfg. Co., 
Plymouth, Mich., has announced to the 
trade that there will be no change in 
prices this year on its line of air rifles. 

Automobile Accessories.—Recent an- 
nouncements by some of the leading 
makers of further reductions in prices 
on their cars, to be effective Sept. 1, 
has caused some in the trade to be- 
lieve that lower prices will be made 
soon on other makes of cars, and this 
has had some effect upon the demand 
for accessories. Prices on tires are 
more or less unsteady, some makers 
trying to force sales by branding firsts 
as seconds, and quoting less than the 
regular prices. On the smaller sizes 
of tires some low prices are being made, 
30-in. x 3-in. having sold as low as 
$10.00 for firsts in this market. Local 
jobbers quote general accessories as 
follows: 

Reliance jacks, No. 1, $2.33; No. 2, $3.3% 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58c. in lots of from 
10 to 100; Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champion X, 
d0c. each for less than 100, and 48c. each 
for over 100: Champion regular, 58c. each 
for less than 100, all sizes, and 56c. each 
for over 1060. 

Aluminum Ware.—Prices on _ these 
goods are not very firm, and the new 
demand is only fair. There has been 
a reduction in prices on dinner pails 
and grub boxes, these now being sold 
at 15 per cent off list. 

Axes.—There is a fair amount of 
new business going in axes, and 
which is expected to grow as the sea- 
son advances. Prices are reported as 
holding firm. We quote from jobbers’ 
stocks, f.o.b, Pittsburgh, as follows: 

First grade single bitted axes, handled, 
$2: per doz.; unhandled, $17 per doz.; double 
bitted axes, handled, $26.50 per doz.; un- 
Handled, $22.50 per doz.; second grade axes, 
Single bitted, handled, $19 per doz.; un- 


hardled, $16 per doz.; double bitted, han- 
died, $24 per doz.; unhandled, $21 per doz. 


Bolts, Nuts and Rivets.—There has 
been a further reduction in prices on 
Tachine bolts, carriage bolts, and on 
some other lines. Demand is not very 
Urgent and stocks are being kept as 
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low as possible, as the trade has been 
only in small lots for some _ time. 
Prices and discounts on large lots, on 
which jobbers quote the usual advances 
on small lots from store, are as fol- 
lows: 


Large structural and ship rivets, $2.35 to 
$2.50: large boiler rivets, $2.45 to $2.60; 
small rivets, 65, 10, 10 and 5 to 70, 10 and 
10 per cent off list; machine bolts, small, 
rolled threads, 70 and 7% to 70 and 10 per 
cent off list; machine bolts, small, cut 


threads, 65 and 10 to 70 and 5 per cent off 
and 10 to 66, 10 and 5 per cent off list. 
an 10 to 65, 10 and 5 per cent off list. 
Carriage bolts, % in. x 6 in.: Smaller and 
shorter rolled threads, 65 and 10 per cent 
off list; cut threads, 60 and 10 per cent off 
list; longer and larger sizes, 60 and 10 per 
cent off list. 

Builders’ Hardware.—Local makers 
of builders’ hardware report the pres- 
ent demand as being better than for 
some months. One large manufac- 
turer advises that its August sales 
showed an increase over July, and this 
company is now operating its large 
works at a heavier rate of capacity 
than for some months. The company 
is having an excellent demand for its 
garage sets, for all types of entrances, 
including swinging, sliding, folding and 
around the corner. The general out- 
look for the building trade in this dis- 
trict is only fair, and while the strike 
is likely to be declared off in a short 
time, it is now so late in the season 
that many contemplated building pro- 
jects for this year will of necessity go 
over until next year. 

Explosives.—There has been a mate- 
rial reduction in prices of explosives. 
Makers are now quoting 40 per cent 
quinine grade dynamite at $16.75 per 
100-lb. in car loads, ton lots at $19.75, 
500-lb. lots at $22.25, and less quanti- 
ties at $24.25 per 100-lb. The price on 
ton lots has been reduced 25c. per 
100-Ib. 

Galvanized Wire Cloth.—This mate- 
rial has been reduced in price, as noted 
in our report of last week. Makers 
are now quoting Continental galvanized 
wire cloth per 100 sq. ft. at $4.75 base, 
this being two mesh to the inch. 

Conductor Pipe.—Makers report that 
the demand is a little better, due to the 
slight increase in general building op- 
erations. Jobbers also say their stocks 
are going out a little better. Discounts 
at which sales to the small trade are 
being made are as follows: 
and nested, 


Conductor pipe, crated 72% 


per cent off; Conductor pipe, crated and 
not nested, 69 per cent off; Ridge Roll 
crated, 79 per cent off; Ridge Roll, bundled, 
$1 per cent off; Roll Valley, bundled, 69% 
per cent off; Formed Valley, crated, 66% 
per cent off; Box and Roof gutter, 79-10 
per cent off. An advance of 10 per cent 
is charged over the above prices for less 
than 500 feet. 

Iron and Steel Bars.—The mill price 
of 1.75c. on soft steel bars in large 
lots has not been holding quite so firm 
lately, but has been shaded from $1 to 
$2 per ton. In view of the recent re- 
duction by the Steel Corporation in 
prices of sheets and tin plate, it would 
not be surprising to the trade if bars 
are also reduced in the near future. 
Prices on common iron bars are soft, 
and are being shaded. 

Jobbers quote soft steel bars from stock 
at 2.10c. to 2.25c., and common iron bars at 
about 2.75c. to 3c. for fair sized lots. 
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Iron and Steel Pipe.—A reduction in 
prices on iron and steel pipe is looked 
for by jobbers and consumers to be 
made in the near future. For some time 
prices have been more or less shaded, 
and it has been the policy of the Steel 
Corporation for some time to meet 
prices of its competitors when these 
have been definitely established. It is 
the belief of the trade that this will 
soon be followed in the case of pipe. 
Orders are mostly for small lots, but 
stocks are lower than for a long time. 
As yet there has been no change in dis- 
counts, which are as follows: 


Butt Weld Lap Weld 
Bk Galv. Bk. Galv. 


1 


214 
814 
Discounts on steel boiler tubes in less 
than carload lots are now as follows: 1%- 
in., 17% per cent off list; 2-in. and 2\%-in., 
32 per cent off list; 2% to 3-in., 43 per cent 
off list; 3% to 13-in., 48 per cent off list. 
For small lots from store, jobbers 
quote: 
Butt Weld L, 
+ 1 B 


3K 


ap Weld 


> Galv. 


1615 
49, 
55le 
59l 
61% 


Kraft Wrapping Paper.—This mate- 
rial has been reduced about 10 per cent, 
prices now ranging from 7'2c. to 9c. 
per lb., depending on the quality. 


Ladders.—There has been a reduc- 
tion of about 10 per cent in prices of 
step, extension and straight ladders. 
Full bolted step ladders are now quoted 
at about 45c. per foot to the small 
trade. 

Sheets.—Prices have been reduced 
by the Steel Corporation $5 per ton, the 
mill price on blue annealed now being 
2.25¢., on 28 gage black 2.75c., and on 
28 gage galvanized 3.75c. at mill, in 
large lots. Mills report that the de- 
mand for all grades of sheets is heav- 
ier than for some time. Jobbers have 
passed these lower prices to their trade, 
and now quote from stock as follows: 


annealed sheets at 2.50¢c. to 2.75e.; 


3.50¢., 


1.25c. 


Blue 
No. 28 gage black sheets at 3.25c. to 
and No. 28 gage galvanized sheets at 
to 4.50c. from stock, 

Tin Plate.—A rumor of a cut of $10 a 
ton is without foundation. No reduction 
has been made and the price is still 
firm at $5.25 per base box, and demands 
for spot shipments are quite active. 


Wash Boards.—A reduction of about 
10 per cent has been made in prices by 
most makers, and the demand is re- 
ported only fair. 

Washing Machines.—A reduction of 
about 20 per cent has been made in 
prices of water power machines. There 
is some expectation of a reduction in 
the near future on electric and hand 
power machines. The demand is fair. 

Wire Products.—Prices are holding 
firm, and it is not known at this time 
whether they will be reduced or not, in 
view of the cut in prices of sheets and 
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tin plate. The demand for both nails 
and wire is more active than for some 
time, but orders are mostly for small 
lots to meet actual needs. 

Wire nails, $3.10 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance over 
this price of $1.25 and shorter than 1 in., 
$1.75; bright Bessemer and basic wire, $2.75 
per 100 lb.; annealed fence wire, Nos. 6 to 
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9, $2.75; galvanized wire, $3.39; galvanized 
barbed wire, $3.75; galvanized fence staples, 
$3.75; painted barbed wire, $3.25; polished 
fence staples, $3.15; cement-coated nails, 
per count keg, $2.70; these prices being sub- 
ject to the usual advance for the smaller 
trade, all f.o.b. Pittsburgh, freight added to 
point of delivery, terms 60 days, net, less 2 
per cent off for cash in 10 days. Discounts 
on woven-wire fencing are 68 to 70% per 
cent off list for carload lots, 67 to 69% per 
cent for 1000-rod lots and 66 to 68% per 
cent for small lots, f.o.b. Pittsburgh. 


CINCINNATI 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, Ohio, Aug. 24. 


LTHOUGH the month of August 

- is usually dull, and the present 
month is hardly an exception to the 
rule, local jobbers are very well pleased 
with the volume of business being done. 
A number of the jobbers report their 
sales to date this month as well head 
of the same period last year and are 
confident that the improvement will 
continue. There is no doubt that senti- 
ment in the trade is much improved, 
and this is evidenced by the attitude of 
the buyers during the past fortnight. 
Sales are increasing and also the quan- 
tities asked for. 

Reports from the dealers indicate 
that business this summer has _ not 
been much below that of any previous 
mid-summer period. They are now be- 
ginning to stock up for the fall sea- 
son, and the size of the orders indicate 
that stocks of fall goods on shelves are 
not heavy. 

One of the outstanding features in 
the hardware trade is the promptness 
with which dealers are paying their 
bills. While some sections are a little 
slow, jobbers report collections uni- 
formly good. This is especially grati- 
fying in view of the fact that the farm- 
ing districts were not expected to be 
able to meet their obligations until 
the crops had been harvested and 
moved. 

There are no particular features to 
the sales. The general line is moving 
fairly well, but the most interest is be- 
ing shown in fall goods. While price 
reductions are being received from time 
to time, jobbers and dealers have about 
come to the conclusion that the bottom 
has about been reached and that any 
reductions made from now on will only 
be of minor importance. 

Aluminum Ware.—The demand shows 
some signs of picking up according to 
some dealers, whose sales have been 
satisfactory to date. No price changes 
are recorded. 

Axes.—More orders are coming in 
for axes and the outlook is very good. 
There was a shortage in this item last 
fall and the result is that stocks in 
dealers’ hands are very low. 

Jobbers quote 3/4 ft. single bitted, un- 
handled axes, $14 per doz.; 3% Ib. double 
bitted, unhandled axes, $19 a doz. 

Automobile Accessories.—The de- 
mand for tires and lenses is still ex- 
ceptionally good. Other accessories are 
also moving well. There have been a 
few minor price changes made during 
the past two weeks and jobbers are 


changing their quotations accordingly. 
A local jobber reports that hardware 
dealers generally are becoming increas- 
ingly interested in the accessory 
branch and are not hesitating to put 
in new items that have real merit. He 
believes the time will come when all 
the dealers will take up this line, as 
it is the experience that the large per- 
centage now handling accessories find 
it a very profitable investment. 


Bale Ties.—Sales of bale ties have 
been very good. The recent price re- 
duction is being well maintained and 
no further lowering in prices is looked 
for. 

Jobbers quote 9% ft. 14 ga. bale ties, 
$1.55 per bundle; 2% ft. 15 ga. bale ties, 
$1.30 per bundle. 

Builders’ Hardware.——The demand 
shows signs of increasing. A number 
of dealers who had discontinued this 
line during the war period are again 
putting in a stock. Quite a few new 
building projects have sprung up in the 
past three weeks and this also adds to 
the demand. The recent price reduc- 
tions have also stimulated buying, as 
the dealer is apparently convinced that 
no further changes will be made in the 
near future and is going ahead with in- 
creasing confidence. 

Bolts and Nuts.—These items are 
quiet at the present time. Curtailment 
of manufacturers’ activities is the chief 
cause for this condition. It is expected, 
however, that a number of plants now 
closed down, who are heavy purchasers 
of bolts and nuts, will commence oper- 
ations shortly after Labor Day. As 
their stocks are very low, this prom- 
ises to furnish some business for the 
jobbers handling this line. There have 
been no further price changes and job- 
bers quote: 


Machine bolts, small sizes, 60, 10, 10 and 
5 off; large sizes, 60 and 10 off. Carriage 
bolts, small sizes, 60, 10 and 5 off; larger 
sizes, 50, 10 and 7% off. Semi-finished 
nuts, small sizes, 70 and 10 off; larger sizes, 
65 and 10 off. 


Coal Hods.—A number of jobbers re- 
port some interest in coal hods. New 
prices have been issued and these will 
be given in the next report. 

Chair Seats.—A general reduction of 
124% per cent has been made by the 
manufacturers of perforated chair 
seats. Jobbers have changed their quo- 
tations accordingly. 


Drills.—There is only a fair demand 
for drills. Prices have not shown any 
change recently and jobbers quote: 


Carbon drills, 50 and 5 off list; high speed 
drills, 10 and 5 off list. 


Eaves Trough and Conductor Pipe.— 
Jobbers handling this line report sales 
as excellent. Quite a lot of new build- 
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ing is going on and repairs are being 
made against the fall and winter sea- 
son. This has greatly stimulated the 
demand. No further price changes 
have been made. 


Jobbers quote 28-ga., 5-in. single bead 
eaves trough, $4.75 per 100 ft.; 28-ga., 3-in., 
corrugated conductor pipe, $4.75 per 100 ft.: 
3-in., corrugated conductor elbows, $1.73 
per doz. 


Files.—File manufacturers have an- 
nounced a price reduction of 15 per 
cent. Local jobbers have changed their 
prices accordingly. The demand is only 
fair. 


Most jobbers quote all makes of files at 
65 and 10 off list. 


Galvanized Hardware Cloth.—A price 
reduction of approximately 10 per cent 
nas been made by manufacturers of gal- 
vanized hardware cloth. 

Local jobbers quote 2-mesh, $5; 3-mesh, 


$5.25; 4-mesh, $5.50. 

Galvanized Pumps and Tube.—A lead- 
ing manufacturer has announced a re- 
duction in prices approximating 12', 
per cent. The new prices have not been 
received by local jobbers, but will be 
put into effect just as soon as they are 
established. 

Galvanized Ware.—The demand is 
still fairly good, with pails moving at 
the top of the list. There have been 
no further price reductions and jobbers 
quote as follows: 


Galvanized pails, 10-qt., $2.25 per doz.; 
12-qt., $2.50 per doz.; 14-qt., $2.85 per doz.; 
16-qt., $3.25 per doz. 

Galvanized oil cans, 1-gal., $3.30 per doz.; 
2-gal., $5.20 per doz.; 5-gal., $9 per doz. 

Galvanized tubs, No. 0, $5.25 per doz.; 
No. 1, $6.45 per doz.; No. 2, $7.25 per doz.; 
No. 3, $8.45 per doz. 


Glass.—Continued improvement is 
reported in the demand for window 
glass, and jobbers profess to be very 
well satisfied with the volume of busi- 
ness offered. Stocks are in some cases 
badly broken and this applies also to 
to the manufacturers. There have been 
no further price reductions and jobbers 
quote: 

Window glass, single strength A, 81 per 
cent discount; double strength A, 83 per 
cent discount. Plate glass, 85 per cent 
discount. 

Harness Hardware.—Manufacturers 
of harness hardware have reduced their 
prices 10 per cent and local jobbers 
have changed their quotations accord- 
ingly. 

Horse Rasps.—A 10 per cent reduc- 
tion has been announced in Stokes 
horse rasps and this has been put into 
effect by local jobbers. 


Nails.—The demand for wire nails is 
improving steadily and is now consid- 
ered very fair. While reports are con- 
tinually heard of mills shading prices, 
these apparently have no foundation, 
as local jobbers have not been able to 
buy at less than $2.75, Pittsburgh. 

Jobbers quote common wire nails, $5 25 
per keg base. 

Paints and Oils.—There is still a fair 
demand for paints. Some manufactur- 
ers have announced a price reduction 
effective Aug. 15 on special brands of 
paints. The reduction does not apply 
to house paints, which were recently 
reduced 40c. a gallon. The market on 
linseed oil and turpentine is showing 
a steady improvement, and while prices 
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are still inclined to fluctuate they are 
not expected to go any lower. 

Jobbers quote ready mixed house paints, 

$2.60 per gal.; linseed oil in carload lots, 
$c. per gal.; turpentine in carload lots, 
6c. per gal.; white and red lead, 13c. 
per lb. 
Rivets—The demand is only fair, 
with the smaller size rivets having the 
greater call. There have been no fur- 
ther price changes. 


Jobbers quote all sizes of rivets at 65 off 
list. 


Roofing Paper.—The demand is still 
good, the new prices apparently hav- 
ing stimulated it to some extent. 


Jobbers quote Holdfast, light, 
roll; medium, $1.65 per roll; 
per roll. Standard, light, 
medium, $1.25 per roll; heavy, $1.55 per 
roll. Slate surface roofing, 85 Ib. grade, 
either green or red, $2.30 per square. 


Sheets.—There has been a good de- 
mand for steel sheets, particularly from 
the sheet metal workers. Prices are 
firm at the last quotation. 

Jobbers quote 28-ga. 
28-ga. gal., 5.75c. a Ib 

Shovels.—The new price on shovels 
shows a reduction of $3 per dozen in- 
stead of $3.50, as announced in last re- 
port. The new prices have not been 
tabulated, so cannot be given this week. 
There is a fair demand. Jobbers’ 
stocks at the present time are low, but 
will be replenished as soon as manu- 
facturers can ship. 

Sash Weights.—The demand for sash 
weights is holding up very well. 
Prices are stationary at the recent lev- 
el. Jobbers quote: 

Cast iron sash weights at $2 per 100 Ibs. 

Screws.—There is only a fair de- 
mand. Prices are the same as quoted 
in last report, as follows: 


Machine screws, all sizes, 75 and 10 off; 
cap screws, 55 and 10 off; set screws, 60 
and 10 off: coach screws, 60 and 10 off; 
wood screws, 77% and 20 off. 


$1.35 per 
heavy, $1.95 
95c. per roll; 


black sheets, 5c. 1b.; 
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Stoves.—Considerable interest is be- 
ing shown in coal stoves, according to 
the dealers, and it is expected that sales 
will be exceptionally good this fall. 
Stocks are in good shape to take care 
of all demands. 


Stove Board.—Some jobbers report 
having received fair sized orders for 
stove board, but it is yet a little early 
for this item to move briskly. New 
prices have been put into effect and 
these show a reduction of approxi- 
mately 15 per cent over those quoted 
last year. 


Stove Pipe and Dampers.—Orders 
for fall delivery are coming in at a 
satisfactory rate and are expected to 
increase greatly as the season ad- 
vances. There have been no further 
price changes and jobbers quote as fol- 
lows: 

Royal 
joint; 
elbows, 
per doz. 
per doz. 

Tinplate.—Jobbers report a fair de- 
mand for tinplate. Prices are appar- 
ently steady at around $8.50 per base 
box. 

Wire Products.—There is still some 
demand for wire fence and this is ex- 
pected to increase somewhat now that 
harvesting is well under way. Some 
orders for plain wire are also being re- 
ceived and it is reported that on this 
item mills are shading the price. This, 
however, is not easily confirmed. No 
price changes have been put into effect 
recently by local jobbers, who continue 
to quote from stock: 


grade stove pipe, 6-in., 
7-in., 20c. per joint. Stove pipe 
6-in., $1.65 per doz.; T-in., $2.25 
Stove pipe dampers, 6-in., $1.55 


1Te. 


per 


Black painted wire cloth, 12-mesh, $2.35 
per 100 sq. ft. Poultry netting, galvanized 
before and after weaving, 50 per cent off. 
No. 9 annealed wire, $3 per 100 Ib.; 6-in., 
4-pt. cattle wire, $3.85 per 80-rod spool. 
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3725 Colfax Avenue 
Minneapolis, Minn., July 22, 


HE hardware business in this ter- 

ritory is maintaining the improve- 
ment shown last week, and while no 
great improvement is expected until 
afew weeks later, the outlook is more 
promising than for some time past. 
Dealers in general fee] that there will 
be a fair average amount of fall busi- 
hess as soon as the sexson sets in. 

The sales of automobiles and acces- 
Sories continues satisfactory. 

It will be noted that this report con- 
tains a number of seasonable items for 
the fall trade which have not been 
quoted heretofore and that some of the 
Strictly summer items have been 
dropped for the season. 


Builders’ Hardware.—The builders’ 
hardware line continues to be one of 
the most active lines carried by the 
hardware dealer, and from the number 
of permits for new construction being 
taken out it would appear that busi- 
hess will last unusually late in the fall. 
There have been several declines put 
into effect. 


Axes.—The fall demand for axes has 
as yet not gotten under way, as it is 
too early in the season. Dealers should 
now get their fall stock ordered. Prices 
remain as last quoted, 

We quote from 


Single bit, $14.50; 
weights. 


jobbers’ stocks: 
bit, $19.50; base 


local 
double 


Brads.—The sales of brads continue 
of fair volume. Jobbers’ stocks are 
ample. Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Brads in bulk, 70-10 per cent; in packages, 
70 per cent. 

Bolts.—The demand for bolts con- 
tinues quiet, and the total volume of 
business being done is not up to aver- 
age. Recent declines in prices did not 
increase sales materially. Jobbers’ 
stocks are well assorted and prices re- 
main as last quoted. 


We quote from local jobbers’ stocks: 
Small carriage bolts, 50-10 per cent; large 
carriage bolts, 50 per cent; small machine 
bolts, 60-6 per cent; large machine bolts, 
55 per cent; stove bolts, 75 per cent; lag 
screws, 60 per cent. 


Coal Hods.—While there are no re- 
tail sales as yet in this line, dealers are 
showing an interest and beginning to 
place orders for the fall trade. Being 
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at the opening of the season, jobbers’ 
stocks are in good condition. 

We quote from local jobbers’ 
Japanned open, 17-in., $4.40; 
Japanned funnel, 17-in. $5.55 
galvanized open, 17-in.’ $6.65 
galvanized funnel, 17- 
per doz. 

Eaves Trough Conductor Pipe and El- 
bows.—There is a very good demand 
for this line at the present time and 
a very good volume of business is ex- 
pected before the close of the construc- 
tion season, late in the fall. Jobbers’ 
stocks are ample and prices remain as 
last quoted, 

We quote from local jobbers’ stocks: 
Eaves trough, 28-gage, 5-in., lap joint, sin- 
gle bead, $4.50 per 100 feet; 3-in. conductor 
pipe, 28 gage, corrugated, $4.50 per 100 ft.; 
elbows, 3-in., corrugated, $1.63 per doz. 

Files.—The demand for files remains 
very light and very little improvement 
is expected this year because of manu- 
facturing conditions. Jobbers’ stocks 
are ample. Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Nicholson files 50-10-5 per cent from 
standard list; Arcade, 60-10 per cent from 
list. 

Galvanized Ware.—The total volume 
of sales remains rather small, but there 
appears to be a slight improvement in 
the retail demand. Jobbers’ stocks are 
in good condition. Prices remain 23 
last quoted. 

We quote from 
Standard No. 1 
doz.; standard 
standard No. 3, $8.80 per doz.; heavy gal- 
vanized No. 1, $18 per doz.; No. 2, $20.50 
per doz.; No. 3, $22.80 per doz.; standard 
10-quart galvanized pails, $2.35 per doz.; 
standard 12-quart, $2.60 per doz.; standard 
14-quart, $2.90 per doz. ; 16-quart galvanized 
stock pails, $4.50 per doz.; 19-quart, $5.10 
per doz 

Glass and Putty—Very little busi- 
is now being done in this line 
from the retail dealer’s standpoint, as 
it is too early in the season for the 
fall business to develop. Jobbers’ 
stocks are in good condition and prices 
remain firm as last quoted. 

We quote from local 
Single strength glass, 80 per cent; double 
strength glass, 82 per cent from standard 
lists. Commercial putty in bladders, $4.10 


per cwt. 

Lanterns—As the days become 
shorter with the approach of the fall 
season a little more interest is now 
being shown in this line. It is too early 
for any real demand. Dealers should 
now be placing their orders for the 
fall 

We 


stocks: 
18-in., $4.90; 
; 18-in., $6.10; 
; 13-in., $7.35; 
$8.35; 18-in., $9 


in., 


local 
galvanized tubs, 
No 2 $7.55 


jobbers’ stocks: 
$6.70 per 
per doz.; 


ness 


jobbers’ stocks: 


business. 

quote from local 
Tubular long globe, $15 
short globe, $13 per 
$17.60 per doz 

Nails.—There is a very good volume 
of business being done in all kinds of 
nails for construction purposes. Job- 
bers’ stocks are in good condition to 
take care of this demand. Prices re- 
main as last quoted. 


We quote from local 
Bright wire nails, $3.85 base 
nails, $3 


Oil Heaters.—The will soon 
open for this line, and as indications 
are for an early fall, the dealer should 
arrange to get in a reasonable stock. 
All the business in this line is done in 
a few weeks in the early fall, and if 
stocks are not on hand they cannot be 
ebtained in time. 

We 


jobbers’ stocks: 
per doz tubular 
doz.; tubular dash, 


stocks: 


jobbers’ 
ment coated 


25 base 


season 


quote ‘from local ~ jobbers’ stocks: 
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Japanned polished steel, 3-qt. capacity, 
$4.10 each; nickeled polished steel, 4-qt. 
capacity, $5.00 each; blue enameled body, 
4-qt. capacity, $7.50 each. 

Paper.—The demand for building pa- 
per continues to be very good. Job- 
bers’ stocks are in good condition. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.95; threaded felt. 
$1.78; slaters felt, $1.39; No. 20 red rosin, 
44c. per roll: No. 25 red rosin, 57c. per roll; 
No. 30 red rosin, 70c. per roll. 


Registers.—There is a better demand 
for cast steel hot air registers, and the 
demand is expected to improve during 
the next few weeks. Prices remain 
same as last spring. 


We quote from local jobbers’ stocks: 
Cast steel registers, 30 per cent from 
standard price lists: 


Rope.—The market for rope has not 
been so satisfactory, but it is a little 
better than earlier in the summer. Job- 
bers’ stocks are ample and prices show 
no change. 

We quote from local jobbers’ stocks! 
Pure manila rope, 17%c. per lb. base; pure 
sisal rope, 1414c. per Ib. base. 

Sandpaper.—The sales in this line 
continue of satisfactory volume, every- 
thing considered. Jobbers’ stocks are 
ample. Prices remain firm. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Gar- 
net paper at $15 per ream. 

Sash Cord.—In the immediate vi- 
cinity of the Twin Cities there is a very 


good demand for sash cord, which is 
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improving as the buildings under con- 
struction are completed. Jobbers’ 
stocks are in good condition. Prices 
remain firm, as last quoted. 


We quote from local jobbers’ stocks: 
Silver Lake No. 8, 58c. per lb.; ordinary 
braided sash cord No. 8, 33c. per "lb. 


Sash Weights.—The demand for sash 
weights is improving along with the 
demand for sash cord, and a very sat- 
isfactory volume of business is being 
done. Price remains as last quoted. 

We quote from local jobbers’ stocks: 
$2.30 per ecwt. 

Screws.—The sales of screws are im- 
proving gradually, but the total vol- 
ume of sales remains small. Jobbers’ 
stocks are well assorted and large 
enough to meet demands. Prices re- 
main firm. 

We quote from local jobbers’ stocks: 
Flat head bright screws, 80 per cent; R. 
H. blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; F. H. brass 
screws, 721% per cent; R. H. brass screws, 
70 per cent. 

Snow Shovels and Sidewalk Scrapers. 
—Jobbers are now soliciting orders for 
snow shovels and scrapers from deal- 
ers who did not place their orders 
earlier in the season. Prices are lower 
than for last season. 

We quote from local jobbers’ stocks: 
Wood, straight handle, $5.75 per doz.; steel 
blade, straight handle, $4.75; galvanized 
steel blade, D handle, $14.40 per doz.; steel 
sidewalk scrapers, $4.10 per doz. 


Solder.—The demand for steel solder 
remains very small and very little in- 
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terest is being shown. Prices remain 
as last quoted. 

We quote from local og gd stocks; 
Half and half solder, 22c.-per Ib. 

Steel Sheets.—The demand for stee] 
sheets shows a very light improvement 
but not sufficient to be encouraging for 
any large volume of business. Indi- 
vidual sales remain very small. Price3 
remain as last quoted. 

We quote from local jobbers’ ee: 
28-gage black sheets, $4.50 per cwt.; 28. 
gage galvanized sheets, $5.50 per cwt.’ 

Steel Traps.—No retail demand has 
developed as yet for steel traps, but 
the trapping season will soon be under 
way and dealers should be prepared to 
meet the usual average demand. Job- 
Lers now have a well-assorted stock. 


We quote from local jobbers’ stocks 
in dozen lots: Victor No. 0, $1.71; N 
$2.01; No. 1%, $3.05; No, 2, $4.21; 
house No. 0, $4.75; No. 1, $5.62; No 
$8.50; No. 2, $12.56. 

Stove Goods.—Dealers who have not 
already done so should now be getting 
their stocks in shape for an average 
amount of business, as this line has a 
fairly steady demand from year to 
year. 

We quote from local jobbers’ stocks: 
Stove boards, crystalized, 28 x 28, $17 per 
doz.: 30 x 30, $19.10 per doz.; 36 x 36, 
$27.50 per doz.; stove pipe, uniform blued, 
28-gage, 6-in., $14.40 per crate of 100 
knocked down; elbows, 6-in., common cor- 
rugated, $1.56 per doz.; 6-in, adjustable, 
charcoal iron, $2.05 per doz. ; dampers, cast 
iron, wood handle, or coil handle, 6-in., 
$1.50 per doz.: stove shovels, japanned, 
15-in., 80c. per doz.; Japanned Jumbo, 21%4- 








Mill and Hardware Supplies Prices—Aug. 


Saw Frames— 


BARS—CROW— 
Steel Crowbars, 10 to 40 Ibs. 
7&8 ¢ 
Pinch Bars, 10 to 40 Ib., 
7&8¢ 
BELTING—LEATHER— 


Belting, Ex. Hvy., 18 ~ 039% 
Belting, Heavy, 16 40% To 


HAMMERS AND 
SLEDGES— 


OILERS— 

From No. 1 Oak Tanned Butts. Steel, Copper Plated.. .60-10-5% 
Chace, Brass and Copper.. 10% 
Railroad, coppered 


Tron adj., per doz... 


Steel, adj., 8 to 12 in., 
Steel, adj., steel hdle., per doz. 
B - 


Star H. S. Frame... 
Adj. Pistol-Grip, per doz.. $19. 09 


SCREWS— 


ceeee $20.22 


29, 1921 


M. S. Taper Taps, No. 2 to 


eanane $3.50 12 in. ins. 50-10-5% 


per doz., M. S. Taper Taps, larger.45-5% 
$16.90 WASHERS—Cast— 

811 Over Y%-inch, barrel lots, per 
100 /b, 6.25 
Iron and Steel 

Size Bolt.. f% 


Belting, Med 4! . -40 . 4 
mae Seem, 2A96 40% Chace, Zinc Coach, Lag and Jack— Washers $9.75 


Belting, Light, 13 oz.......50% 
Second quality, Sides. 155% 
Second Quality, Shoulders. .60% 
~*~ Leather Lacing, Strictly sae Railroad 
eS usekecnsesenheoens 45% 
Leather Lacing Sides, per sq. 
ft. Raw Hide, No. 1 in- 


side 17 sq. ft. and over.. ROPE— 


Railroad, brass 5 % 

Coach, 
PICKS AND MATTOCKS— ck Scre 
40-5% snl oO 


Contractor’s Picks 
‘ Machine— 


Gimlet Point. 


30-10% Discount 
Cut Thread Iron, 


Retail Trade. Per Ib. Flat Head or Round Head, 


-50-10-5 % 


wa— WRENCHES— 
+++ -40-10% 


Agricultural 

Alligator or Crocodile 

Drop WOPBEE So cccscescsen 25% 
Stillson pattern ‘ 


Under 17 sq. ft Eastern 


Rubber— 
Competition (Low Grade) 50&10% 
Standard 
Meee MN sooo ac cxe oanae 35% 
BLOCK S—Tackle— 

Common wooden........: 334% 
PM Sorceus tscnsoweeul 334% 
Bolts— 
Carriage, Machine, &¢.— 
Common Carriage (cut thread): 
% «x 6, and smaller. ..40k107% 
Common Carriage (rolled 

thread): 
% x 6, and smaller... .50-5% 
Larger or longer....... 45-5% 
Phila. Eagle, $3.00 list. -60% 
Bolt Ends, H. P. Nuts..... : 40% 
achine (cut thread) : 
¥% x 4, and smaller. .50-10-5% 
Larger or longer 
DRESSING—Belt— 
Liquid in gal. cans, gal. .$3.00 
DRILL AND DRILL 
STOCK S— 
Twist, Bit Si 0-10% 
Twist, Taper and Straight 
Shan 50% 


Wire Gauge Jobbers’ and R, + 
Blacksmith 


EMERY—Tarkish— 


Out of market at present time. 
Domestic, 1b. 11¢ 


Manila, % in, diam. and larger: 
Highest Grade 
Second Grade 
Hardware Grade 
Sisal, % in, diam. and eee” 
Highest Grade ise e ae 
Second Grade peepee 
Sisal, Hay, Hide and Bale ‘Rope S, 
Medium and Coarse: 
First Quality, 23%4¢; second 
quality 
Sisal, faved Medium Lath 
Yarns: 
First quality ...ccccccees2d@ 
Second quality 
Cotton Rope: 
Best 5/16-in, and larger, 
49@ 50¢ 
Medium, 6/16-in. and larger, 
47 @48¢ 
Third Gr., 5/16-in. and 
OO ae 45@46¢ 
Jute: 
No. 1. Y-in. and a 
No, 2, %-in. and up. "ie 


SAWS AND FRAMES— 
Hack— 


Saw Blades: 
ge 


50&10% Genuine Walworth Stil 


Fillister or Oval Round Head, 

50&10% 

Fillister or Oval Head .40&10% 
—. pe Iron, F, ~ Red 


5% 

p sitter or Oval PEAT ‘sO% 
Rolled Thread Brass: 

ie. ae a eee 75-5% 

Fillister or Oval Head 60% 


Set and Cap— 
Flat Head, Iron 75-5% 
ae (Steel) net advance over 
Tirtyer rire eee 25% 
Ss Hd. Cap 
Hex. Hd. Cap 
4” and smaller.......... 75% 
” and larger.. .50&10&5 % 
Fillister Head Cap. 5 


Wood 
Flat Head, Iron 
Round Head, Iron 
Flat Head, Brass 
Round Head, Brass 0-20 
Flat Head, Bronze. .55&10&10% 
Round Head, Bronze 

5244 &10&10% 


ae S, DIES AND 
APS— 


Hand Taps, % to 1 in. 

Y% to 

7/16 to 1 33%4- 
Hand Taps, smaller than % 


) eee ee eee eee ee ee ee 


METALS— 
soot, pig 
Ba 


Copper— 
Lake Ingot 
Electrolytic 
Casting 
Spelter and Sheet Zinc— 
Western spelter .. . 6b %¢F 
Sheet Zinc, No, 9 base, cast 

11%¢ open 12¢ 
Lead— 


American Pig ....Per \b...§ 
Bar er Ib...6% @ 


Prices of solder indicated 
private brand vary according to 
composition. 

Babbitt Metal— 
Best grade, per |b 
Commercial grade, per \b..-- 
Antimony— 
Asiatic, per 1b. 
Alaminum— 
No. 1 Aluminum quaranteet over 

99 per cent pure), in ingots for 

remelting, per Ib @3i¢ 
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Paint Material Prices as Quoted in New York— 














Aug. 29, 1921 


Spinel, Fish and Vege- Neatsfoot pure gal..... 17 Dr 
able Oils— Extra No. i, fi eee ie — ieee Per Ib. — - oe sa 
seed, poe carload Palm, Lagos, in casks, Black, ; . La: er gal., yard basis.. .62@ .64 
en. gal, . sbi si -15@ .77 spot per Ib....... -7@ 7% Black, —- ce a sei BLA oe in Oil 
City, 5-bbl. lots, gal... .78@ .80 Soy Bean, bbl., Ib..... 8@ — Black, Drop ......... 8 @15 Coach - oe “a 
gst-of-town, 6 bbl. lots . sean micainn Black, Ivory .......$ .15 @80 seam ae = pat » 
and over, gal. ..... .75@ .17 a Lampblack .......... 10%@14 Drop black 25 — ‘30 
Commercial $1.20@1.25 Blue, Chine < e ampblack |...) °° “30 ‘ 
Bolled, 2¢ per gal. advance on Raw. Gilders ..... wie Blue. } Saar Hneeens a. @— “ee 30 — .38 
lard, city, steam...... 11@ — Ex. +eeeee 1.40@1.50 Blue, Soluble ....... 250 _— Chinese... 70 — .80 
Compound ..eesesesaee 10% @— Blue, Ultramarine --10 @35 Cobalt, imitation _: yee “50 
SR Se See 14@ — Blue, Milori, Ib......... 50@— BAU o cedccuce. ta 2 
. -~ a. Bone 20@ .22 a, American, Burnt 34@ 4 pg a ae 50 — ‘ne 
Cotton seed, rown, Sienna, Italian, OWN :— 
OE arreres .72— Gum Shellac Burnt and Powdered. 64 @15 Sienna, Italian, burnt, 
rol 5 Pri , Diamene I Turkey, Umber ...... 56 @ U or bse a ~~ 232 — 36 
ellow Summer, Prime, . © Garnet mber, Turkey, burnt x 
BA, cccevnceseesens - 8%¥@ OD Batten ar 7 coeete a Chrome perenne Vv hn — grades .27 — 
i . rally Pure, Ib. 3 @— andyke brown, gen- fo 
Crude in bbis....... - 6%a@ — Kala Button Ds ‘ : 
: flee gt Segal a, Grinders ...... 14 15 WIRE cccccccccecs 32 — . 
seth acidless, gal... .75@ — v. eC Rates ee COMMON cc cccccecce 14 $i3 GREEN :— 
Menhaden ORO DEF .cccccccedos -- G Chrome, C. Peceses 50 — .52 
Crude, in bbls. ....... 29@ — Orange, Fine «........ nae CUS =e 23 @25 com., 25% pigment. .25 — 2... 
Light pressed, gal..... .40@ .42 cee SE coos: ee a Carmine, No. 40, j RED :— 
White and Red Lead, Ete. prepa ped > gy eee 28 —  .80 
Cocoanut, Ceylon, bbl., Cents Der Ib. a Red, Standard. 12 @it in oil), 100 Tee 11. 75 — 14.50 
 ¥.. OF Becks 10@ .10% White Lead, Dry....... 4 @7% } ooh = sph hebahak age 20 $56 WE ncckccwns 32 — .85 
Oxi, Domestic, Prime.. .40@ .42 ili Natural Red Oxide... re Venetian .......... 15 — 116 
Newfoundland, in <e 42@ .44 Oxia , sini WHITE :— 
‘ “ xide, Selected, per lb. 74@ 8% Yellow, Chrome ......21 @23 White lead in oil, 100 
Corn, Refined bbl. 1 101 4@ .10% Red : Ib: y a7 
Crude bbl, per 1b.. .84@ — OG Gamd ccccccccccce 8%@ 9% Vermilion, English 90 @95 A wat err 7 — 10.53 
. } F , » SLLOW :— 
Olive, denatured, bbl., Green Seal seseeessees 9% @10% Ochre, French ....... 4@ 4 CNS 5 ois ceaaes 4 = 36 
FF eprrerere '$1.10@1.20 White Seal .......... 11 @11% I ck ccckistisccs 40 @50 Ochre, French Ma— 1 











in., $1.85 per doz.; Japanned Jumbo Junior, 
l4-in., 90c. per doz 

Tin Plate-—The demand for tin plate 
dees not show much improvement. Job- 
ters’ stocks are ample and prices re- 
main firm. 

We quote from local jobbers’ stocks: 
Furnace coke 1CL, 20 x 28, $14.15; roofing 
tin, 1C, 20 x 28, 8-lb. coating, $14.50 per 
box. 

Washers.—The demand for washers 
remains at a low point, as is the case 
with bolts, and no amount of business 
ean be expected until manufacturing 
plants resume work on a larger sched- 
vie, Prices as last. 


We quote from local jobbers’ stoc ks: 
4j-in. wrought steel washers, $6.45 per cwt. ; 
l-in. wrought steel, $6 per cwt. 


Weatherstrip.— The demand for 
weatherstrip will open up within the 
next few weeks and dealers should 
place their orders so as to be prepared 
to meet it. 

We quote 
Wood and felt, 
%-in.. $2.10 per 100 ‘ft. 
100 ft 

Wheelbarrows. — The demand for 
wheelbarrows is slightly better than 
earlier in the season, although the total 
volume is not large. There has been 
a slight decline on the wood stave bar- 
row and a slight increase on the No. 1 
tubular steel. 


from local jobbers’ stocks: 
54 -in., $2 2.10 per 100 ft.; 
l-in., $2.85 per 


jobbers’ stocks : 
$36 per doz.; No. 
1 garden, 


We quote from local 
Wood stave fully bolted, ] 
1 tubular steel, $7 each; No. 
$5.40 each. 

Wire.—There is a slight improve- 
ment in the demand for wire, especially 
the smooth wire used in concrete con- 
struction work. Jobbers’ stocks are in 
good condition and prices remain firm, 
as last quoted. 

We quote from local 
Barbed wire, painted cattle, 80 rod spools, 
$3.30: galvanized cattle wire, $3.66; painted 
hog wire, $3.47; galvanized hog wire, $3.91; 
plain black annealed fence wire, No. 9, 
ee: plain galvanized annealed, No. 9, 
4.10 


jobbers’ stocks: 


Odin Stove Mfg. Co., Erie, Pa., has 
issued catalog No. 37 which is dated 
August 1, 1921. This new booklet em- 





braces the complete Odin line of gas 
ranges, repair parts and fittings. A 
new confidential price list for dealers 
is furnished in connection with the new 
catalog. 


Eshleman in New Orleans 


S. St. J. Eshleman has organized the 
Eshleman Sales Co., New Orleans, La., 
for the purpose of handling hardware 
lines for manufacturers in the south- 
ern territory. The new sales company 
will sell to the jobbing trade and has 
already taken over the lines manufac- 
tured by C. E. Hennings & Co., New 
York; Brillo Mfg. Co., Brooklyn, N. Y.; 
Rochester Can Co., Rochester, N. Y., 
and the Clipver Tool Co., Buffalo, N. Y. 

When export business in general is 
resumed it is the intention of the com- 
pany to sell in South America, Cen 
tral America and Mexico. 

Mr. Eshleman is the son of the late 
Col. B. F. Eshleman, former president 
of the Southern Hardware Jobbers’ As- 
sociation. During the war Mr. Eshle- 
man served as a buyer in the General 
Supplies Division of the Quartermas- 
ters’ Department at Washington, D. C. 


The Meyson Mfg. Co., Inc., 744 Lex- 
ington Avenue, New York, was formed 
recently to manufacture and distribute 
the Safety-Windo-Kleanr, a patented 
window-cleaning device. Wm. Meyer 
is president; Leo Sondegger, vice- 
president; Charles Scholz, secretary, 
and Edward Zuber, vice-president and 
general manager. 


F. E. Myers & Bro. Co., Ashland, 
Ohio, has recently issued a new catalog 
embracing its complete line of well- 
known pumps, hay tools and door hang- 
ers. The booklet is said to be the 
largest and most comprehensive ever 
gotten out on this subject. Accompa- 
nied by the company’s new discount 
sheet, showing a reduction of from 25 


to 40 per cent on the line, hardware 
dealers are sure to be interested in the 
new catalog. 





“Making Light of Glare” is the title 
of a booklet gotten out by C. A. Shaler 
Co., Waupin, Wis., dealing with the 
headlight problem in a way that will 
interest every hardware dealer who 
handles accessories. The book covers 
the legal aspect, explaining the various 
State law requirements on automobile 
headlights and also tells the method of 
securing better illumination without 
glare. 


Window Stops Traffic 

Jones Hardware Co., Greenville, 
S. C., is receiving many compliments 
for an unusually fine scenic window 
display protraying “an old mill stream” 
such as is found in country spots. The 
window was planned and made by M. 
Hazel Smith who went to much trouble 
to build a real miniature mill of cement 
blocks and wood. A paddle wheel that 
moved as the running water flows by 
keeps people watching the window for 
long periods. Numerous -fishes swim- 
ming around the little tank have de- 
lighted small boys and even staid old 
men stop and muse incoherently about 
the “old swimming hole.” they used to 
haunt. 

This window has made Greenville sit 
up and talk about the Jones Hardware 
store and it is fair to assume that 
many new customers will be brought in 
through its appeal. The local papers 
have been very enthusiastic about it 
and people of all ages are to be found 
watching the fish and the paddle wheel 
at all hours of the day. Aside from 
the beauty of the window it is another 
example of a moving object compelling 
and holding attention. 

New Beprorp, Mass.—De Wolf & 
Vincent, 111 William Street, desire the 
address of the Lowell “Ever-Ready” 
Dustless Line Reel. 
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Shedd Outlines the Future 


Marshall Field & Co. Head Explains Merchants’ View on Business 


and Tells Government to Economize 


EPLYING to numerous inquir- 
ies from Chambers of Com- 
merce and business men throughout 
the country on the factors necessary 
for a return of prosperity, John G. 
Shedd, president of Marshall Field 
& Co., Chicago, threw responsibility 
onto Congress. 

‘“‘My judgment on our future pros- 
perity will be formed on Congress- 
ional action on three great problems 
confronting us: namely the tariff, 
taxes and transportation,” said Mr. 
Shedd in his statement. 

“Returns from the agricultural 
sections show an assured crop, and 
if the farmers are enabled to earn 
a fair return through marketing 
their surplus products abroad, it will 
mean that a great buying power, now 
stagnant, will be revived. The Ford- 
ney Tariff Bill is the important fac- 
tor toward this end, and it is vital 
that Congress be made to understand 
that a law that prohibits our buying 
products of foreign manufacture will 
make it impossible for Europe to 
purchase our surplus farm products, 
raw materials, etc. Europe can only 
pay in its products; it has not the 
gold. 

“This Tariff bill now before the 
Finance Committee of the United 
States Senate contains many provi- 
sions destructive to American busi- 
ness, and will impose upon the con- 
sumer the burden of higher prices. 
Chief among its objectionable fea- 
tures is the so-called ‘American Val- 
uation Plan.’ Upon commodities 
upon which ad valorem duties are 
assessed, duties are to be computed, 
not upon the foreign market value, 
as in all previous acts, but upon the 
‘wholesale selling price’ at which sim- 
ilar domestic merchandise is sold in 
the principal markets of the United 
States, or in cases where no similar 
goods are made in this country, upon 
the wholesale selling price of the 
imported article or other like im- 
ported articles. The basis of for- 
eign exchange is regarded as the 


Be TT 


Selling Paint in the Fall of the Year 


Experts tell us that the time for painting is in the fall rather than at any other time. 
Manufacturers have lowered the prices of paints recently and NOW is certainly the time 
The Sept. 15th issue of HARDWARE AGE will have valuable in- 


to push a paint campaign. 


chief reason for this provision. 

“The theory that exchange cheap- 
ens the product is not in accord with 
the facts, as in our experience we 
have paid in these countries where 
depreciated currency exists, in many 
instances, over two thousand per cent 
higher costs than those of pre-war 
times, and on many invoices this rule 
has been so positive that it is almost 
a truism. 

“The merchant who must buy his 
wares six months to a year or more 
in advance and be compelled to make 
such purchases with no idea of what 
some American expert or manufac- 
turer thinks should have been paid 
for the goods, is not only placed in 
an impossible position but is actually 
prohibited from trading in foreign 
goods. It is my judgment that this 
particular feature of the Fordney 
Tariff Bill will be so destructive to 
the revival of American business that 
a forceful protest should be sent to 
Washington. 


Government Must Curb Expenses 


“The Government must economize 
in its expenditures so that the 
country can be believed of many bur- 
dens of taxation. Industry and the 
public at large will be happily en- 
couraged if Congress will promptly 
and ably revise our taxes laws effec- 
tive January 1, 1921. Capital must 
be encouraged toward business enter- 
prise rather than be forced to seek 
investments in non-taxable securities. 
Costs must be reduced so that com- 
modities may be sold at a price with- 
in the reach of all of the people. 

“Transportation rates must be 
lowered, and yet the capital employed 
in our great transportation systems 
must be enabled to show a profitable 
return. The rules governing the 
working hours and pay of the rall- 
way workers must be changed so 
that the tremendous existing waste 
of man power be eliminated, which 
in itself would warrant much lower 
transportation rates and yet permit 
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the railroads to operate on a profite 
able basis. 

“Our crops being assured; con © 
trolling most of the world’s gold sup — 
ply; Europe owing us a huge debt — 
that can only be paid, however, by | 
our conservatively purchasing her — 
goods; it is my judgment that the — 
exercise of wisdom by Congress in © 
its enactments on the problems of © 
the tariff, taxes and transportation 
will stimulate business and the early 
return of prosperity. 

“On the other hand, if poor judg- 
ment is used in framing the laws on 
these three great questions, we will 
no doubt stumble on through a peri- 
od of uncertainty, business stagna- 
tion and unrest.” 


Washington Letter 


(Continued from page 72) 
proved that it was unfit for that pur- 
pose, beyond a small mixture along 
with the binding clay. 

“We trust the crucible industry will 
be permitted to continue with the con- 
ditions under which it was built up.” 

The hardware trade will be disposed 
to sympathize strongly with the cru- 
cible makers, for, whatever the merits 
of a protective tariff, they cannot be 
said to apply in the case where the 
domestic product can never be em- 
ployed as a substitute for the imported 
material. 


News Notes 


The Rowe Calk & Chain Co., Plants- 
ville, Conn., is perfecting plans for the 
manufacture of an automatic device 
for carrying spare tires on automo- 
biles, a patent on which recently was 
granted. 

The Worcester Brush & Scraper Co, 
Worcester, Mass., for many years lo- 
cated at 26 Southbridge Street, has 
removed to a new plant at 456 Park 
Avenue. Edward F. Fletcher is presi- 
dent. 

The Sessions Clock Co., Forestville, 
Conn., last week somewhat reduced 
working forces and lowered wages 10 
per cent. The automatic machine and 
casting departments are closed for two 
weeks. 

H. S. Durant has been appointed 
sales agent and M. W. Floto assistant 
sales agent at the Detroit office of the 
American Steel & Wire Co., Chicago. 
These men succeed M. Whaling and T. 
J. Usher, Jr., resigned, 
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formation on the subject of paint. 
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